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Smith Of Pa. Assumes A&S Rate 


Control, Blue Cross Management 


In granting three Pennsylvania 
Blue Cross organizations parts of rate 
increases they have asked, Commis- 
sioner Francis R. Smith announced 
that he was assuming control over the 
regulation of commercial A&S rates, 
that he was requiring the Blue Cross 
organizations to institute changes in 
coverage and operation, and that hos- 
pitals are to institute operational re- 
forms or he will not approve the re- 
imbursement contracts they have 
with Blue Cross. 

Previously, so far as is known, no 
insurance department has_ asserted 
authority over A&S rates. 

Asserting that certain commercial 
insurers are allegedly offering group 
A&S at such low rates that the in- 
surers actually lose money on it but 
make up the loss on the life insur- 
ance sold to such groups, Mr. Smith 
asserted that he would use his au- 
thority to regulate A&S rates “to as- 
sure fair competition in rate making 
of A&H insurance as between com- 
mercial insurers and as between such 
insurers and Blue Cross non-profit 
corporations.” 

Using A&S as a loss leader, if it is 
leaving in Blue Cross the bulk of 
being done, “could eventually destroy 
the Blue Cross system, by channeling 
out of Blue Cross substantial numbers 
of the healthier subscribers while 
poorer risks, they being mainly the 
elderly citizens,” he declared. 

It is under an opinion he asked 
from the attorney-general that Mr. 
Smith claims authority for rate reg- 
ulation of A&S. The attorney- 


general’s opinion states that in section 
616 of the insurance company law the 
legislature unequivocally has stated 
“that no policy of A&H insurance shall 
be issued or delivered by any insur- 
ance company, association or ex- 


change to any person in this com- 


monwealth until the rates pertaining 
thereto have been filed with and for- 
mally approved by the insurance com- 
missioner.” Further, the attorney- 
general ruled, the legislature intended 
that “policies, classification of risks 
and premium rates should not only be 
filed with the insurance commissioner 
but that he should formally act upon 
them either by approving or disap- 
proving them. 

The Philadelphia Blue Cross was 
given an increase of 39.7% against 
a 53% rise asked. Central Pennsylva- 


NALU Asks Issuance 
Of Life Insurance 


Bi-Centennial Stamp 


WASHINGTON—National Assn. of 
Life Underwriters has asked Post- 
master-general Summerfield to issue 
a commemorative stamp next Jan. 11 
in observance of the 200th anniversary 
of the founding of legal reserve life 
insurance in the United States. 

The request is a sequel to the 
adoption of a resolution at the recent 
midyear meeting of NALU. 

Jan. 11, 1959, will be the 200th 
anniversary of the founding of Presby- 
terian Ministers’ Fund of Philadelphia. 





nia BC got 19.5% when it asked 28.8%, 
and the Pittsburgh facility was given 
16.4% after asking for 21.8%. 

Mr. Smith issued an 8-point order 
for the management of the Blue Cross 
organizations and asked them to sub- 
mit to him quarterly reports to indi- 
cate how and to what extent they are 
carrying out the order. This order, in 
brief, requires: 

1. The administrative officials of 
each Blue Cross plan shall thoroughly 
review the program instituted at the 
Sacred Heart hospital in Allentown 
for reducing unnecessary hospital util- 
ization and shall disseminate all in- 
formation so obtained to each member 
hospital. 

2. Each Blue Cross plan is hereby 
directed to notify each member hos- 
pital that the insurance commissioner 
will condition his approval of any hos- 
pital reimbursement formula between 
Blue Cross and the hospital upon the 
actions of such hospital in inaugurat- 
ing the beneficial features of the Al- 
lentown hospital plan into such hos- 
pital’s internal administration. Any 
exisiing approval of a reimbursement 
contract with a member hospital will 
be subject to withdrawal where a 
member hospital fails to cooperate 
in this effort. 

3. Each Blue Cross plan, subject to 
these adjudications, is hereby directed 
to allocate as an item of administra- 
tive expense, to be defrayed from ex- 

(CONTINUED ON PAGE 27) 


Nw National, © 
Nationwide Corp. 
Reach Accord 


Litigation Dismissed, Proxy 
Battle Off; Nationwide To 
Have Three Seats On Board 


MINNEAPOLIS Announcement 
was made last week by President John 
S. Pillsbury Jr, of Northwestern Na- 
tional Life that the directors of\that 
company have reached a “complete 
and satisfactory understanding” with 
Nationwide Corp. of Columbus, which 
owns 112,489 shares of Northwestern 
National. All pending litigation has 
been dismissed. There will be no 
proxy contest. 

Settlement Is Compromise 


The settlement calls for the election 
of three Nationwide Corp. representa- 
tives to the 15-man board of directors 
of Northwestern National, and the 
naming of one Nationwide Corp. rep- 
resentative to the seven-man execu- 
tive committee. This will continue the 
present Minneapolis management in 
operating control of Northwestern Na- 
tional, but this is in line with the pro- 
fessed intention of Nationwide Corp. 
to have Northwestern National con- 
tinue as an independent company. 

Mr. Pilisbury said the settlement is 
a compromise which will avert a bit- 
ter proxy contest which was to have 
begun May 23. Under a recent federal 
court order, Nationwide Corp. was 
given access to the stockholder and 


policyholder list of Northwestern Na- 
(CONTINUED ON PAGE 29) 














Late News Bulletins... 








Slichter Succeeds Fitzgerald At Nw Mutual 


MILWAUKEE—Northwestern Mutual Life has elected Edmund Fitzgerald 
to the newly created post of chairman, Donald C. Slichter to succeed him as 


president and chief executive officer, 
and Peter B. Langmuir, who has been 
manager of industrial investments 
since 1950, to succeed Mr. Slichter as 
Vice-president in charge of the secu- 
rities department. 

Mr. Fitzgerald, who in 23 months 
will reach the compulsory retirement 
age of 65, stated that “the office of 
chairman of the board will facilitate 
the transfer of chief executive respon- 
sibility in a company such as North- 
western, which has a fixed retirement 
age of 65.” 

The Northwestern board of trustees 
also elected Howard J. Tobin, vice- 





Donald C. Slichter 


Edmund Fitzgerald 


president of the mortgage loan department since 1945, to the board. 

Mr. Fitzgerald joined Northwestern Mutual as a trustee in 1933, when he 
was a vice-president of the First Wisconsin National Bank of Milwaukee. 
Later in the year he became a vice-president of Northwestern. Mr. Slichter 
Joined the company in 1934, became vice-president in charge of the bond de- 
partment in 1949 and a trustee in 1952. Mr. Langmuir, whose father was a vice- 
president of New York Life, joined Northwestern in 1947. 
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A&S Premiums Show 
13% Increase In 1957 


Net premiums written in A&S 
insurance lines during 1957 reached 
$3,699,282,000, according to company 
by-company tabulations in the 1958 
Survey Number of the Accident & 
Sickness Review published this week. 
Claims incurred were $2,668,898,- 
000. 

Premiums written increased 13.6%, 
or more than $444 million, over the 
$3.25 billion written in 1956. Claims 
incurred were 18.3%, or over $412 
million more than the $2.25 billion for 
1956. The ratio of claims to premiums 
was 72.1% in 1957 and 69.3% in 1956. 
The 100 leading companies in the 
business wrote more than 86% of all 
the premiums. 

In addition, Blue Cross and other 
hospitalization organizations reported 
earned subscription or premium in- 
come of $1,322,818,000, and expense 
payments of $1,248,445,000. Blue Shield 
and other medical-surgical organiza- 
tions had an earned subscription or 
premium income of $629,902,000, and 
expense payments of $557,654,425. 

Group premiums in 1957 were 
$2,285,975,000, or 61.8% of the $3.7 
billion written by private insurers. 


This was a gain of 15.2%, or $301 
million, over the $1.98 billion for 1956. 
Claims incurred in 1957 were $1,980,- 
500,000, up 20.6%, or $339 million, over 
the $1.64 billion for 1956. The ratio of 
claims to premiums was 86.7% in 1957, 
82.7% in 1956. 

Net premiums in individual business 
were $1,413,306,000 in 1957, up 11.2% 
over the $1.27 billion for 1956. Claims 
in 1957 were $688,397,000, or 11.9% 
more than the 1956 total of $615 mil- 
lion. The 1957 claim ratio was 48.7%. 
Non-cancellable premiums increased 
17.7% during the year. 

The Survey Number contains special 
feature articles by J. Henry Smith, 
president Health Insurance Assn. of 
America; Earle R. Bennett, president 
International Assn. of A&H - Under- 
writers; L. A. McKinnon, Flint, Mich., 
“A&H Man of the Year” for 1957; 
Francis T. Curran of Loyalty group; 
and Fred T. McCann, superintendent 
of substandard Continental Casualty. 
There are also 34 sales articles by 
leading producers in the business, a 
report on the Survey Number’s special 
survey among companies of today’s 
trends, and other timely material. 
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Prospects Like Slide-Film Sales Talk 
So Well That Agents Boost Sales 50% 


By WILLIAM H. FALTYSEK 


Increasing your sales by really big 
percentages by simply letting a talking 
picture machine make your presenta- 
tion for you may seem too good to be 
true. Records are beginning to come in, 
however, of just such results. At least 
three outstanding machines of this 
type are now being heard from: O. J. 
McClure Talking Pictures of Chicago; 
DuKane Corp. of St. Charles, Ill., and 
Sales Master Corp. of Denver. 

No danger of excessive automation 
putting the salesman out of business, 
however. The closing is still up to the 
salesman—but it’s a lot easier after 
the machine’s color-slides and well- 
organized sales presentation have done 
their work. 

The proven record of the O. J. 
McClure machine, for instance, has 
increased life sales by 50% or more 
for Lutheran Brotherhood. Addition- 
ally, McClure has found out by experi- 
ence over a number of years that 
selling almost any item or service, 


from farm machinery to soda pop, from 
reducing overly plump women to 
increasing life insurance holdings, can 
be done faster, easier, and in greater 
volume by the use of sound-slide flims. 

The McClure machine is by no 
means the first venture of this kind, 
but O. J. McClure, who heads the firm, 
points out that its design and size is 
new—all new. There have been a 
number of resounding failures hereto- 
fore among companies attempting to 
achieve continuing use of portable 
sound-slide film projectors to help sell 
their wares, but these can largely be 
traced to portable machines with the 
word “portable” used in its loosest 
sense, he avers. 

Some were said to be so portable, 
in fact, that any two strong men could 
lift one, and carrying them was no 
more awkward than toting an inner- 
spring mattress up a rope ladder. The 
woman who could handle such a 
machine was a rarity. As a result, 
portable sound-slide ventures hardly 
got off the ground, literally and 





PRODUCTION POINTERS 


4 


[URI 


E 


4 


AMERICAN 


COMPANIES 








Nlot Too Small 
To Count! 


Whether your prospect’s payroll numbers as few as 10* 
or as many as 24 employees . . . the group is not too small to 
count. Nor is the business too small to count... 

in building your volume and profits . . . easily. 


With Zurich-American’s 10-24 Plan you can offer: 


mums Life Insurance 


mame Accidental Death & Dismemberment Benefits 
ams Weekly Accident & Sickness Income 

mum Major Medical Expense Insurance 

. .. all four tied into one package that makes sense to 
both employer and employee. 


This 10-24 Plan is another example of Zurich-American’s 
“Living Security” service for you and your clients. 


Write our Group Department for 


further information. 


*Subject to state regulations 


Zurich Insurance Company , 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 









figuratively. And with such unsatis- 
factory results, most companies did not 
receive this type of selling aid with 
overwhelming enthusiasm. 

All that has been changed, however, 
according to Mr. McClure, who points 
out that his company’s 11 compact 
pounds of easy-to-operate equipment 
contained in a case the size of that 
housing portable typewriters ‘has put 
the portable sound-slide film unit 
solidly in the selling business where 
it barely had a foothold before. 

Although the McClure machine has 
produced almost startling results in a 
number of lines of business and ser- 
vices, coming a little closer to home 
is the Lutheran Brotherhood, which 
uses the machines nationwide. The 
resultant increase in sales by the 
agents employing the talking pictures 
has been “tremendous,” according to 
William P. Langhaug, Chicago general 
agent, who ought to know, since he 
conceived and started the program for 
the company. 

Lutheran Brotherhood’s test program 
began in May of 1956 at Chicago under 
his guidance. Twenty-two units were 
used and sales for June of that year 
were up significantly. At the com- 
pany’s annual convention the following 
month there was a demonstration of 
the McClure machine and the specially 
tailored Lutheran Brotherhood film, 
as well as a run-down on the results 
of its use at Chicago. 

At the completion of the demonstra- 

(CONTINUED ON PAGE 7) 








SMITH FOR CHAIRMAN 


Rosen Nominated As 
New Member of MDRT 
Executive Committee 


Lester A. Rosen, agent of Union 
Central Life at Memphis, has been 








Adon N. Smith I! Lester A. Rosen 


nominated as the new member of the 
executive committee of the 1959 
Million Dollar Round Table. 

The nominations, made by a com- 
mittee headed by Immediate Past 
Chairman Howard D. Goldman, of 
Richmond, Northwestern Mutual Life’s 
general agent for Virginia, were dis- 
closed to the membership in a letter 
from MDRT Chairman William D. 
Davidson, associate manager for Equi- 
table Society at Chicago. They will be 
voted on at the business session during 
the annual meeting of the Round Table 
June 17-20 at the Banff Springs hotel 
in the Canadian Rockies. The new 
executive committee will go into office 
Oct. 31. 

Interest in the nominating commit- 
tees’ slate always centers on the new 
man who is added each year to the 
executive committee, because in the 
normal progression he becomes the 
chairman the third year following his 
election to the committee. 


April 26, 1958 


High Court Justices 


Searching In Queries 
As FTC Case Is Heard 


WASHINGTON—After two houry 
argument, the Supreme Court took 
under advisement the question of 
Federal Trade Commission jurisdic. 
tion over insurance. Arguments Were 
presented in docket Nos. 435 and 436 
being FTC appeals from federal circuit 
court decisions against the government 
in the National Casualty and American 
Hospital & Life cases, which involyeg 
complaints by the commission charging 
false and misleading advertising of 
A&S policies and cease and desist 
orders against the companies. 

The two cases were consolidated for 
purpose of argument and one hour 
was allotted to each side. Government 
counsel in both cases was Ralph §, 
Spritzer. National Casualty was repre- 
sented by John F. Langs, and American 
Hospital & Life by J. D. Wheeler, A 
number of personalities identified with 
the insurance industry were noted in 
the court room, including Eugene 
Thore, general counsel Life Insurance 
Assn. of America, and J. Raymond 
Berry, National Board counsel, also 
government officials and lawyers who 
have been active in connection with 
the FTC crusade against A&S com- 
panies. 

Mr. Spritzer told the court that the 


question at issue was whether FTC 
(CONTINUED ON PAGE 18) 





In line with tradition, the vice- 
chairman, Adon N. Smith II, North- 
western Mutual Life, Charlotte, N. C, 
is nominated for chairman of the 1959 
Round Table. Robert S. Albritton, 
Provident Mutual Life, Los Angeles, 
a member of the executive com- 
mittee for two years, is nominated as 
vice-chairman. James B, Irvine Jr, 
general agent of National Life of 
Vermont at Chattanooga, is nominated 
for reelection to the executive com- 
mittee, and Mr. Davidson is named to 
continue on the executive committee 
as immediate past chairman. 

Mr. Rosen, a qualifying and _ life 
member of the Round Table, first 
qualified in 1935 and became a life 
member in 1938. He was a speaker 
at the 1953 annual meeting and at 
the million dollar round table hour 
of National Assn., of Life Under- 
writers 1953 convention. He has served 
on numerous MDRT committees, in- 
cluding the program, nominating, and 
insignia committees. He entered the 
life insurance business in 1933 at New 
York with Union Central, the same 
year he graduated from the Wharton 
school of the University of Pennsyl- 
vania, where he majored in insurance. 
He specializes in estate planning and 
is a past president of the Memphis Life 
Underwriters Assn. and Memphis CLU 
chapter. 

Mr. Rosen is currently president of 
Tennessee Assn. of Life Under- 
writers. He instructed pilot LUTC 
courses in Memphis and has made 
talks to more than 250 life insurance 
groups around the country. 

Besides Mr. Goldman, the nomina- 
ting committee includes Iram H. Brew- 
ster, Phoenix Mutual Life, Pittsburgh, 
Pa.; Mr. Davidson; Arthur F. Priebe, 
Penn Mutual Life, Rockford, Ill, a 
past chairman of MDRT, and W. 
Franklin Scarborough, New England 
Life, Ridley Park, Pa. 
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LAA No. Central 
Round Table Meet 
Breaks All Records 


By WILLIAM H. FALTYSEK 


North central round table of Life 
Insurance Advertisers Assn. at its an- 
nual meeting this week at the Drake 
hotel in Chicago witnessed the happy 
spectacle of the biggest attendance ever 
recorded for this event: The some 80 
persons attending were treated to two 
days of a smoothly functioning and 
highly intensified educational program 
that should be a sure thing not only to 
benefit individual members but the 
life industry as a whole. 

In keeping with the convention 
theme of “Zeroing In On Target,” 
Director Joseph S. Gerber of Illinois 
scored a direct hit as the opening 
speaker by telling the life advertisers 
that the insurance business is in need 
of a “Madison avenue touch” in bring- 
ing its message to the public. Mr. Ger- 
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vice-president 


Francis J. O’Brien, 
and director of sales promotion Frank- 
lin Life, left, and Robert L. Fontaine, 


director of advertising Continental 
Assurance, shown at the annual meet- 
ing at Chicago of North Central Round 
Table of LAA. Mr. O’Brien is program 
chairman of the round table and Mr. 
Fontaine general chairman. 


ber lauded the life companies for their 
efforts to bring a warmer understand- 
ing of the meaning of life insurance 













SOM Tn... 


Symbol of Living 


The Sower is symbolic of man’s unquenchable 

aspiration to bring into being a finer life for a nobler 
living. The figure especially symbolizes the just 

rewards which man builds for himself through a life 

filled with industry, thrift and wise management 

**. .. for whatsoever a man soweth, that shall he also reap.” 


BANKERS LIFE OF NEBRASKA 


LINCOLN 














the new emblem of our company. 
In its symbolism 

is every tenet upon which 

our business is built. 





to the general public but pointed out 
that the industry as a whole has still 
some distance to go in the PR and 
advertising field. 

For example, he said the fire and 
casualty people are by and large still 
beset with policyholders who “try to 
get ahead of them on homeowners 
cover” and the like. This and other in- 
jurious misconceptions can only be 
changed by more effective and continu- 
ing public relations, bringing the true 
picture to the policyholders, he de- 
clared. To date, the life companies 
have apparently made further progress 
in this direction, since in the life busi- 
ness there is notably lacking this at- 
titude to “do down the insurance com- 
panies.” 


Discusses Sales Promotion 


Walter E. Ryan, Franklin Life 
general agent, Skokie, IIl., in discussing 
“What My Company’s Sales Promotion 
Department Can Do For Me,” said the 
best help he has received so far from 
this department are letters on how 
other successful agents operate, and 
he said by this he was not speaking of 
meaningless praise but actually how 
these men go about being successful. 
Mr. Ryan specializes in payroll deduc- 
tion sales. He finds that by getting the 
employer’s approval he is then able to 
go to the employes with the ice already 
broken. Getting these prospects to 
spend $5 or $10 per month on a pay- 
roll deduction basis is a little less pain- 
ful than asking for a larger and/or 
longer-term premium, Mr. Ryan point- 
ed out. He feels that this type of busi- 
ness will see a big increase in the near 
future. 

Morgan S. Crockford, secretary Ex- 
celsior Life of Canada and president 
of LAA, reviewed activities of the na- 
tional association as a whole and gave 
a run-down on what its various com- 
mittees are accomplishing. He said 
LAA is becoming more selective in 
its membership, not just accepting 
members as such to increase the roll. 
An interesting point he brought out 
is that new members have been added 
in the past few weeks from Copen- 
hagen, Denmark; Sydney, Australia; 
Monterey, Mexico and Oslo, Norway. 


Details Recent Innovations 


Myron Jones, assistant vice-presi- 
dent Union Central Life, detailed re- 
cent innovations his company has made 
in the actual mechanics of producing 
direct mail materials for its agents. 
For many years the company has been 
furnishing the field force with leads 
and aids to more prospects via direct 
mail; now, however, with the installa- 
tion of new equipment, circular letters 
are made to look much more like 
personal letters, especially on name 
fill-in. Mr. Jones also displayed a 
number of samples of the materials 
now being produced with the new 
techniques at Union Central. He said 
the company’s most effective letter, 
which includes a free copy of a booklet 
entitled “Your Will,” gets a 13% re- 
turn. 

E. J. Wills, sales promotion super- 
visor Equitable Life of*Iowa, and R. E. 
Franquemont, supervisor sales promo- 
tion Bankers Life, described the tech- 
niques involved in making the record- 
ings their companies have produced for 
agent training, with the idea of getting 
new men into production as soon as 
possible. The records are sent out 
to the managers, who explain their 
purpose to the new men, who then 
familiarize themselves with the various 
sales presentations by listening to 

(CONTINUED ON PAGE 25) 
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Most Companies Haye 
No Executive With 
PR Responsibility 


Nearly two-thirds of the mediym 
sized and small companies covereg 
in a recent survey 
by Institute ot 
Life Insurance 
have no executive 
either in full cr 
part time charge 
of public relations, 
Donald F. Barnes, 
institute vice- 
president, told the 
North Central 
Round Table con- 
ference of Life In- 
surance Advertis- 
ers Assn. 
Chicago. 

“While the chief executives of most 
of these companies thought that pub- 
lic acceptance was an _ immensely 
important factor in growth,” he Said, 
“they did not charge an_ individual 
with responsibility of building that 
acceptance.” 

Mr. Barnes urged LAA members, 
whatever their capacity, to take an 
interest in the public relations activi- 
ties of their companies and to seek 
permission from top management to 
step in where gaps exist. 

“All LAA members are communi- 
cations experts in one way or another,” 
he said. “They should consider using 
these skills in public relations as one 
of the most vital functions of a com- 
pany today.” 





at 
“~~ 


Donald F. Barnes 


Advocates 4-Point Program 


Mr. Barnes advocated a 4-point 
program for LAA members who wish 
to tackle the public relations function. 

First, he said, find out who the 
principal publics of the company are— 
policyholders, employes, field force, 
the home office community, vendors, 
etc. ; 
Second, find out what they think 
of the company. Ask them, if neces- 
sary. 

Third, find out what the company 
wants them to think of it. Does it 
have a corporate philosophy or a cor- 
porate image that it wants to project 
to its various publics? 

Finally, try to lay out a program 
for one of those publics to bring it 
in tune with the philosophy of the 
company. Naturally, this has to be 
worked out in cooperation with top 
management. 








Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 


Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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Small-Insurers Assn. 
Sounds Alarm On Tax 
Proposal Of Treasury 


ATLANTA—National Assn. of Life 
Companies, formed several years ago 
to act and speak for the newer, smaller 
companies, has expressed the deepest 
concern at the Treasury’s total-income 
proposal for taxing the life companies. 
NALC has taken the position that the 
present Mills formula, perhaps with 
modifications to adjust to the present 
interest schedule, ought to be re-enact- 
ed on the ground that it has proved 
fair, equitable and productive. Fol- 
lowing is the bulletin sent by NALC 
to its members: 


The tax proposals submitted by 
Secretary of the Treasury Anderson 
present the life insurance industry 
with the most serious tax crisis in 
many years. We recommend that NALC 
members study the double-barreled 
proposal closely, examine its impact 
on their companies both taxwise and 
competitively, prepare to take a firm 
position in the matter, and enlist in 
NALC ranks their friends not now 
members of this association. 


Treasury Proposes 


The Treasury proposes first, an in- 
come tax based on operating gains, 
with some possible allowance to small 
companies for “contingency reserves;” 
second, if this is not satisfactory to 
Congress, a modification of the present 
formula to approximate the 1950 for- 
mula. Both proposals asked that capi- 
tal gains, now disregarded, be sub- 
jected to tax. No draft of legislation ac- 
eompanied the Secretary’s letter. 

So significant is the “second plan” 
that the key paragraph is quoted: 
“|. we suggest that you consider 
modification of the present law which 
will increase the portion of investment 
income subject to tax to accord more 
closely with the prevailing margin 
of investment income above required 
interest for policyholders, which mar- 
gin is now about 30% for the industry 
as a whole. Such a revised formula 
should not only bring the deduction 
for interest needs into closer lines with 
the current situation, but should 
be responsive to future changes in 
industry conditions from year to year.” 


Produced Small Revenue 


The “total income approach” was 
in use through 1920 and produced very 
small revenue. If readopted, small 
companies would plow profits into 
expansion and large companies would 
avoid the tax by shifts of approxi- 
mately 5% of their assets to tax 
exempts. The “1950 stop-gap,” after 
which the second proposal is modeled, 
proved unsatisfactory after one year 
of trial. However, it would provide a 
very greatly increased revenue to the 
Treasury. Over-all, on an industry- 
wide basis, either proposal would in- 
crease the tax burden of the industry 
by 80% or more. 


Difficult To Forecast 


It is very difficult to forecast the 
Probable time for hearings upon a 
permanent bill. Ways-and-means al- 
ready has an extremely tight schedule, 
and probably can not reach the matter 
until after the November elections. 
That may mean another race against 
time early in 1959, since the Senate 
finance committee has made clear its 


dissatisfaction with hurried stop-gap 
proposals. 

NALC will soon be calling on mem- 
ber companies for information needed 
to prepare for the hearings. Every 
effort will be made to present to 
Congress the case of the needs of the 
younger, growing, progressive com- 
panies. 


H. Bruce Palmer A 
Director Of U. S. 
Chamber Of Commerce 


H. Bruce Palmer, president of Mu- 
tual Benefit Life, has been elected a 
director of the 
U. S. Chamber of 
Commerce. He will 
represent the 
chamber’s second 
election district, 
which includes all 
of New Jersey, 
New York, Penn- 
sylvania and Dela- 
ware, for a term 
of two years. 

Mr. Palmer was 
cited by the U. S. 
Junior Chamber 
of Commerce as 
one of the 10 out- 
standing young men of 1944 after hav- 
ing served the organization as its pres- 
ident. He is a director and a past 
president of the New Jersey Chamber 
of Commerce. He will address members 
and guests of the U. S. Chamber at an 
urban development luncheon to be held 
in Washington April 29 in connection 
with the chamber’s annual meeting. 





H. Bruce Palmer 


Predicts Big Changes From Life 
Insurers Writing Fire, Casualty 


The entry of large life insurance companies into the fire and casualty 
business “could prove exceedingly troublesome for the fire-casualty 
producer,” said Bradford Smith Jr., executive vice-president of Insur- 
ance Co. of North America, at the annual “work meeting” of the Mass- 
achusetts Insurance Brokers Assn., held in Boston. Following is an 
abridged version of the part of Mr. Smith’s talk covering his graphic 
forecast of how he believes this change will affect life and fire-casualty 


operations : 


When the large life insurance com- 
panies enter the fire and casualty 
business (notice 
that I have chosen 
to say “when’— 
not “if”), when 
they do, they will 
exert a new and 
very great  pres- 
sure upon the tra- 
ditionally operated 
[general insur- 
ance] agencies and 





their companies. 
First, they will 
make their pre- Bradford Smith Jr. 


sence felt by the 

addition of upwards of 150,000 new 
producers—new producers’ entering 
the fire and casualty field, which is al- 
ready crowded. 

In the second place, these producers 
are for the most part dedicated sales- 
men, expert in the art of sales promo- 
tion and with wide personal contacts. 
In the third place, they have no in- 
hibitions about cooperating with their 
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principals. They leave the details of 
policywriting and collections to their 
companies, who can perform these 
functions much more cheaply, and de- 
vote all their energies to selling and 
service, which is far more profitable 
to them than handling details. 

Finally, these life producers will 
seek their fire-casualty customers in 
the same personal income strata in 
which traditional company agents nor- 
mally deal. Since direct writers have 
heretofore dealt mostly with the mid- 
dle and lower income groups, their 
presence has not been felt so keenly 
as will the competition of the life in- 
surance producer turned all-around. 
salesman. 


Companies Are Split 


What with all these pressures being 
exerted upon them, one would expect 
that the traditionally operated com- 
panies, with their power of numbers 
and financial resources, even at this 
late date would join with agents to 
tackle the problem on a broad front. 
But frankly, I have long since des- 
paired of any such general movement. 
The fact of the matter is that the 
companies are split down the middle 
by conflicting philosophies and are so 
hopelessly involved in conflict be- 
tween the opposing camps that it is 
doubtful that they can find the time 
and energy for the dynamic action 
that is required. 

However, there are a few companies 
determined to push forward without 
delay. Their greatest problem is to 
overcome the devotion to orthodoxy 
of those who refuse to recognize the 
need for change. There is always the 
danger that the opponents to change 
will succeed in choking off the flex- 
ibility needed at the regulatory level 
to allow the non-affiliated companies 
to move forward in their struggle te 
improve the competitive position of 
their producers, their agents, and 
themselves. 


Efforts Well Rewarded 


As you know, our company has 
taken a series of steps in this direc- 
tion and I can tell you that while 
every move has been costly and a 
hard fought battle, the rewards make 
the effort worth while. Since 1945 
we have been engaged in nearly 100 
hearings and court proceedings, nearly 
all of which are attributable to the 
stubborn opposition of those who place 
orthodoxy above all else. 

Now let’s turn for a moment to the 
question of what is needed to capital- 
ize on these troublesome conditions. 
In trying to summarize the needs in 
as few words as possible, I suddenly 
discovered that my summary started 
going around in circles, which was 
either a case of being over-tired or 
symbolic of the difficulty the tradi- 
tionally operated companies are hav- 
ing in finding a solution to their prob- 
lems. 

In any event, it went something 
like this: Companies and agents must 


(CONTINUED ON PAGE 20) 





insurance in force 
increased sharply. At the beginning of 
1958 the amount in force in United 
States and Canadian companies was 
11.3% greater than at the beginning 
of 1957. Of this $306,821,120,477 was 
ordinary, an increase of 11.6%, and 
$168,420,553,461 was group, which in- 
creased 14.2%. Industrial insurance 
amounted to $42,070,421,478, a small 
decrease. 

There are now 72 companies with 
more than $1 billion of insurance in 
force, four companies having entered 
this group in 1957—United States Life, 
Manhattan Life, Pan-American Life 
and Monumental Life. 

Companies 
million in force number 266, compared 
with 253 last year and 235 two years 


Again in 1957 


ago. 
Big advances in rank among the 
first 100 companies were made by 


General American, California-Western 
States, Republic National, United 
States Life, American United, Alinco 
Life, Credit Life, United of Chicago, 


with more than $100. 


Security Life & Accident and Cavalier | 


Life. 

Increases in group or credit insur- 
ance are often a factor in changing the 
ranking position of a company. This 
year there are 754 companies ranked 
by amount of insurance in force, this 
being all those with $6 million or more. 


59% Of NALU Cross 
Section See Sales 
At New High In ‘58 


WASHINGTON—Judging from their 
personal experiences with business 
done so far this year, 59% of a typical 
cross-section of the members of Na- 
tional Assn. of Life 
believe that 1958 will be another 
record year for life insurance sales. 


Underwriters | 


The current issue of Life Association | 


News, NALU official magazine, pub- 


lishes the results of a poll on the | 


question, “As a result of your person- 


al experience so far this year do you | 


agree with the prediction that 1958 | 


will be a record year for life insur- 


ance?” 
17% “No”, 24% “Maybe” 


Besides the 59% “yes” answers, 17% 
thought the year would not be a record 
and 24% said “maybe” it would be. 
The canvass 
more than 200 members representing 
all states and all categories of NALU 
members. 


Analyzing the responses, Life As- 


On r w& 


| 38 


was conducted among: 


sociation News quoted these from the | 


majority opinions: 


e Our economy is basically strong and | 


well balanced. 
_@ The needs for life 
_ growing. 
' @ Recessions and business dips point 


insurance 


are | 


up the fact that life insurance is still | 


the only safe and effective savings 
and protection medium. People have 


“Jost their speculative desires and are | 


once more recognizing the value of 
the guaranteed values of the life in- 
surance dollar. 

e Better merchandising, 


improved | 


skills and more favorable public re- | 


ception will enable the agent to bypass 
, soft spots. 


Some Areas Pessimistic 


The “no” answers came mostly from | 


agents 


‘recession. They report as the main 


in areas hardest hit by the | 


‘reasons for sales resistance that people | 


increasingly pessimistic about 
they are tightening their 
purchases and wait-and-see 
is growing. 
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Guardian Life, 
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Life of Georgia 
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79,858,916,417 


65,122,897,510 


31,395,620,842 
21,701,566,346 
20,793,437,500 
20,645 ,238,368 


19,134,281,124 
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Give Ranking Of 754 Companies 
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Total 
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1,161,618,587 
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1,128,397,249 


1,099,252, 428 
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Total 
Insurance 
In Force 
$ 
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170,350,093 
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123 «121 
1244 «= -123 
125 130 
126 124 
127 125 
128 128 
129 © 129 
130 © 132 
131 122 
132 126 
133 «9-145 
134 127 
135 136 
136 140 
137148 
138-137 
139 134 
140 135 
141 148 
142 133 
143 139 
144 141 
145 23-152 
460159 
147 229 
148 = «149 
149 138 
150 142 
151-150 
152 3=«157 
153147 
154 178 
155 «165 
156146 
157 169 
58 «153 
159-156 
160 158 
161 154 
162 161 
163 151 
164 166 
165 155 
166 160 
167 183 
168 167 
169-162 
170-168 
171-170 
172 171 
173 176 
174 175 
15174 
‘116-173 
117179 
178 172 
; 179 182 


Group 
Guarantee Mutual, 
Standard, Ore. 

Group 
— Amer., 











NII, seicetistatcansieh iadassconoecin 7,105,084 
Beneficial Life, Utah 
GEE onsen vencsscesecenssrvercssasscetees 20,366,160 





24,416,858 








31,971,400 









p 
Indianapolis Life 
Boston Mutual, Mass. . 

a 






139,047,118 

















anak 80,952,500 
Philadetphia ED winisintes coecedsicniecseueden eno 
MII heii cehiininccecccie 11,593,433 
Fidelity Ra: URINE ecsisscsiscucsapsieesenen aetna 
Group 19,999,019 
Baltimore Life, Md. 
—— 163,675,801 
Group ........ 3,056,900 
Guar Samara. Tbs cccikcccscachimasne 
oe i 44,588,657 
812,500 
ictaadcatsnasceiceeoarceeis 1,969,400 
MRE MEEN acu sasscscewasasnadetesscoscseurscese 154,861,547 
Northern, Wash 
Group 51,693,640 
Bankers Security, N. Y. 



















































Group 246,677,687 
Vie ~ yiadeoni Canada . 

MIN. Aisbssadtetsiieds 278,615,467 
Natl. ‘Old Line, Ar 

CE i eR ean 2,546,984 
Durham, N. C. ny 

MI, snchatectiicdscevscrarccchnnin 145,975,211 

Group... 3,251,500 
MOVIN RIAN, BR, Wie ins ccacscccatctensacsccsvcertadn velar 

Group 47,296,115 
Carolina Life, S. C. 

PIRRNOUEEE occ ccvscssinseassastccccestase 238,430,415 
Security Benefit, Kansas o.....0...cccccccceeeeeeeeee 

Group ........ 100,334,121 
pri ies ccsasecanioinsiasiebrcasiaieataaanen cs 

Group 3,615,212 
State Capital, iad 

Industrial 27,331,449 

Group 76,200,030 
RRR MR See cs cinced ssn akecs4 saci cesxcsensiaadetacissdceaneeteenere 

Group 2,696,000 
Southern Farm Bureau, Miss. ..........00+ 

EIN ss ascasacassssnyssscipacsonsoicovestes 5,211,859 
Conathnten Life, Il. 

Industrial. 3,658,780 

Group 175,696,721 
Pacific 





153,361,100 


Group 
Teachers Ins. & Ann., N. Y. 
Home Life, Pa. 














Industrial 127,872,156 

Group oe 2,914,000 
Ben. Assn. Rlwy. ni | || ae 

Group 

















North Ame 

Group 3,548,429 
Michigan Life 

WP RNEN ENS vs cccsaiiaciuvassaicseradeseoceesaes 226,831,248 
Federal, Ill. 

Gr |e pee aS eo 34,334,593 





154,943,294 


Gro 
United 'L. & A., N. H 






















































































Group 18,165,106 
Atlas, Okia, 

RII, 25, Sacsxciuxassancinpsnsssdéanntcnsach 159,047,211 
WNC SSrvices, Di. C.. .n.cc.ccecsosececseceestesserssessseve 
Amicable Life, Texas 

ree 574,848 
—. ‘uit, Iowa 

WMTW. ssscasstesaicascdscessscsesssiacsssses 26,516,250 
Natl. Life, Canada 

MN ops ccssacisncsitnsitarsesaiecddssees 27,870,073 
Reliable Life, Mo. 

Industrial 218,999,181 

Group 1,965,500 
Home Security, N. C. 

Industrial : 108,171,260 

Group 5,637,000 
Pyramid, N. C. 

UNRNEME sass cuceuicsunediveiraasanécts <ascces 219,203,025 

— Canada 

5,962,835 

World , Neb. 

MINOR a isss¢csscactacsstsnascarsaceéeeesacie 101,462,210 
North Satie TIE — ccccinrvnsseiicieteenpmmsintions 

Industrial 125,458,687 

Group 6,068,265 
American Life, Ala. 

Industrial 71,450,055 

Group 80,755,312 
Peninsular Life, Fla. 

Industrial 110,642,539 

Credit Life . 9,685,925 
State Life, Ind. 

EE 991,500 
Quaker City, Pa. 

MENORIARU IAL ccs cs scscis chcsseicicssiesves 239,998,999 
Lamar Life, Miss. 

Southern Li. Sz H., Ala.  occcscccscssasssccssssessreessesess 
Industrial 152,793,893 
Group _.... 1,517,000 

Occidental, 

Empire Life, Canada 
oR la Se 9,338,282 


National Guardian, Wis. 




















Group 2,265,000 
National FROGS Se: Dae a ccsspcovecssacesassivepscsaiaseess 

AROUND cosatedinaics assess chccinceccsnaeo 564,000 
Standard, Miss. 

Industrial 19,000,378 

ree 140,463,250 
All Amer. Assur 

NAMEN ates ccacericaccspascrsindio cas 179,537,658 


p 
Alliance Natl. Canada 





Total 
Insurance 
In Force 
$ 


426,625,649 
422,361,015 


418,417,780 
395,138,712 
384,955,906 
379,448,045 
377,234,510 
373,126,123 
373,117,912 
371,254,121 
363,239,146 


362,287,260 


352,067,925 
345,886,392 
342,935,623 
339,981,901 
338,547,894 
336,526,074 
330,189,588 


329,769,594 
325,569,425 
322,135,966 
321,526,437 
319,066,940 


316,877,838 
314,789,563 
308,149,587 


307,894,232 
307,323,736 
299,153,798 
297,299,780 
295,319,674 
294,375,602 
293,239,829 
285,055,047 
282,397,376 
281,522,641 


280,892,256 
271,245,512 


268,413,020 
268,332,780 
268,302,358 


255,424,895 


253,470,572 
252,252,463 
250,350,446 
245,714,972 


245,577,218 


244,002,630 


243,059,506 
241,191,663 
232,542,343 
229,983,602 
229,237,056 
224,192,836 
223,733,816 
222,184,082 
218,337,044 


218,033,003 
217,138,656 





186 
187 


190 
191 


[2 Nae eS Ee ie eID 
La Sauvegarde, Canada 
Lincoln Income, Ky. 


61,830,241 










































Industrial 132,437,550 

Group a 1,139,173 
Farmers New World, Wash. ........ccccccsssseseseseseee 
ce.” 

Group _......... 588,138 
Home State, O 

Industrial 81,766,219 

Group 7,117,952 
Central National, Neb. o....cccccccesseeeeseseesteseees 

MINED sesisatssstadtetuichstccieicinctaicices 78,262,236 
Union Natl., Nek. 
Coastal States, Ga. .... 

Industrial 17,480,604 

Group 11,622,599 
Security Mut., Neb. 

MC ONUN  sesassescdiperadesssonbiisvankaniars 30,101,906 
Postal Life, N. Y. re 

WN oct acicirnseccsadizenedionedcs 36,393,134 
Southern Life, Ga. 
FE CEPI PERG... “TE, onccsicssecececiescartenstomenss 

MRGRUASE BEEN occa cacasrectiesesscescices 131,307,522 
Amer. Bankers, Fla. 

MII Sisstastichciecsncictennscesasasentiis 29,679,925 












Gro 
M: duel National, 
Group 
Provident Life, N. D 
Montreal, Canadz 
Group _........ 
Hoosier Farm 
Group 
Presbyterian Min., 
— Canada 
Gro 
Great ig Peony Reserve, Tex. 
Group 
Amalgamated, N. Y. 
Great Natl., Texas 
Southern, N. C 
Industrial 
Standard L. & A., Okla. 
Continentai, Canada 
Lafayette Life, Ind. 
T. Eaton Life, Canada 
Jefferson National, Ind. 
Sovereign, Canada 
Govt. Personnel Mut., 
Farmers & Traders, N. Y. 
Unity Mutual, N. Y. 
Industrial 0... 
Mutual Service, Minn. 
Atlanta Life, Ga. 
Industrial 
Companion Life, N 
Woodmen Acc. & 
College Lif2, Ind. 
American L. & A., Ky. 
Industrial 
Les Prevoyants du Canada 
Equitable, Canada 
Victory Life, Kan. 
United Fidelity, Texas 
Mutual Savings, Ala. 
Industrial 
Stuyvesant Life, Pa. 
Peoples, Ind. 
Wisconsin National 
Industrial 
North American Acc., Ill. 
National Fidelity, Mo. 
Amer. Hosp. & Life, Tex. 
Industrial 
Standard Life, Ind. 
Empire L. & A., Ind. 
Industrial 
Ky. Central L. & A. 
Industrial 
Farmers & Bankers, Kan. 
Colorado Credit . 
Industrial 
Service Life, Texas 
Beneficial Standard, C 


Ss. D. 








61,191,895 











109,550,802 




















83,089,059 






































1,214,540 








81,800,963 
103,876,944 
























FNGURG RI cen sescntcancsccssersiessssss 162,782 
Supreme Liberty, Il. 

TRMGEUINAB IN careccscksrccsassccsscorsense 75,934,734 
First National, La. 

Industrial 107,105,813 






Reserve Life, T 
Old Security, Mo. 
National Travelers, Ia. 
General Fidelity, Va. 
Union Life, Ark. 
Industrial 
Ky. Home Mutual 
Family Fund, Ga. 
Industrial 











21,952,817 











102,026,200 












Vulcan L. & A., 

Industrial 
Golden State Mut 

Industrial 
American Empire, Texas 
Rockford Life, Ill. 

Industrial 
Gov’t. Employees, D. C. 
Pacific Fidelity 
Provident L. & C., Tenn. 
First Pyramid, Ark. 
Union Life, Va. 

Industrial 
National Burial, 
South Coast, Texas 
Bankers H. & L., Ga. 

Indusirial _.. 
Lincoln Liberty, ‘ 
Midwest Life, Neb. 
Girard Life, Texas 
Tenn. Life, Texas 
Pioneer L. & C., Ala. 
Fidelity Life Assn., Ill. 
Universal, Tenn. 

SE | sitcctiesenienncinennns 
Eastern Life, N. Y. 
Oil Industries, Texas 


19,741,590 


Cal. 




















Tenn. 














75,955,503 

















77,683,012 








Total 
Insurance 
In Force 

$ 


206,111,752 
202,030,332 


200,424,332 
200,180,582 
199,187,836 


197,602,616 
192,229,642 
190,845,811 
183,811,933 
188,752,817 


188,284 028 
186,961,103 


186,001,509 | 


185,990,682 
183,833,634 


183,224,202 
181,535,193 


181,487,970 


180,845,823 
180,170,449 


179,464,683 


**177,235,042 
**176,886,350 
176,223,219 


**175,160,000 
**174,919,629 
**174,720,623 
**174,605,621 
**173,596,015 
171,348,699 
171,040,108 
170,382,869 
167,836,084 


** 166,605,823 
165,946,946 


**163,503,429 
**159,082,591 
157,937,818 
154,704,171 


**153,590,103 
**153,339,256 

150,404,336 
**150,166,159 
**149,373,441 


**149,186,397 
**148,332,018 
**148,174,952 


**147,300,634 
**147,060,529 
**145,778,229 


**143,072,810 
142,736,941 


**142,614,236 


**141,014,663 
**136,688,919 


**136,620,646 
**132,266,906 


**126,126,546 
125,426,907 


**125,130,608 
**124,860,474 

122,427,867 
**118,975,176 
**118,622,999 


**117,482,125 
114,338,786 


**112,941,379 
**112,284,951 


**112,282,648 
111,784,693 


**110,307,517 
**110,046,287 
**109,254,510 
** 107,915,357 
**107,146,557 


*106,361,005 
**106,225,691 
**105,635,671 


105,362,490 
105,290,210 
**104,550,000 
**103,746,123 
**102,007,317 
**101,462,802 
100,773,482 


**100,732,583 
**100,252,162 


|Slide-Film Sales Talk 
Boosts Life Sales 50% 


(CONTINUED FROM PAGE 2) 

tion, the agents present were asked 
| how many would like to increase their 
business on a scale similar to that of 
the Chicago agents at the expenditure 
of just over $100, the cost of the 
McClure unit; 200 agents wrote checks 
on the spot for one of the audio-visual 
units. 

(The film later won the Golden 
Award of American Assembly of 
Motion Pictures and Slide Films, the 
top prize. It was produced by John 
Colburn & Associates of Wilmette, IIl1., 
under the special direction of Henry 
Ushijima, vice-president, working in 
close conjunction with Mr. Langhaug.) 

Since that time, Lutheran Brother- 
hood agents have kept up a steady 
stream of requests for the McClure 
machine until there are now nearly 
/600 of the company’s agents using 
them, and new men are started out 
with the machine as standard operat- 
ing procedure. 


Permanent Arrangement 


‘Mr. Langhaug stresses the fact that 
his company’s use of the sound-slide 
films is not a fad or temporary ar- 
rangement, but a continuing operation 
that is rapidly growing. Spectacular as 
have been the results to date, he feels 
that the surface has barely been 
scratched and “really big” results are 
yet to come. 

“Never has any sales tool we have 
employed been so sharp, so_ well 
received and used to constantly by the 
majority of our agents,” he states. 
Although Mr. Langhaug did not quote 
any specific cases of percentage of 
increase in production, he emphasized 
that Lutheran Brotherhood is “more 
than pleased with over-all sales gains 
from use of the sound-slide film equip- 
ment, and there are individual cases 
where the increase is tremendous— 
usually 50% and up. 


Used By Veteran Agents 


Possibly just as interesting, is the 
fact that not only the new men but 
the veteran agents have taken to the 
sound-slide film selling program on a 
permanent basis. “There is yet to be 
found an agent who has purchased 
one of the machines who does not use 
it constantly,’ he declared. “Even the 
million-dollar producers use them.” 

These highly skilled, professional 
salesmen, as well as the new men, 
have found that using the machine 
takes the pressure off the agent by 
telling the prospect things he needs to 
know about his affairs which he might 
resent coming from the salesman, no 
matter how he might put it. Also, 
some agents are hesitant or unable to 
tell the real story of life insurance 
the way a skillfully planned and ex- 
ecuted sound-slide film can. 


Puts Prospect On Defensive 


And to top it all off, the salesman 
doesn’t have to waste any of his “vocal 
ammunition” or tire himself on non- 
essentials. He waits until the film has 
put the prospect on the defensive, so 
to speak; then the agent is in the 
position of asking the questions, rather 
than have the prospect fire a barrage 
at him. 

To add to this already imposing 
array of sales helps to be gained by 
just sitting, the sound-slide film leaves 
a lasting impression on the prospect, 
even if he doesn’t start groping for an 
application the minute the presentation 
is over. Mr. Langhaug points out that 
the most frequent remark prospects 
make to agents is that the talking 








picture story tells them more in 15 
minutes about life insurance than any 
agent has been able to do heretofore. 
And the knowledge sticks. 

For instance, one of the agents made 
his talking picture presentation to a 
grocer who for one reason or another 
couldn’t be persuaded to take the plan 
offered at the time. Three months later, 
the grocer phoned the agent to say he 
had been ‘“thinking over that film” 
and was wondering if the plan shown 
was still available and could he buy it. 
It was, he could—and did. 

In another case, the wife was all in 
favor of buying on the spot (in an 
interesting switch), but the husband 
wanted to “give the plan some addi- 
tional thought.” Two weeks later the 
agent was called in to write the 
insurance. When the details were 
completed, the wife made the remark 
that now she “would be able to sleep 
nights. Ever since seeing your talking 
picture, I have been unable to get our 
need out of my mind.” Lasting im- 
pression? 

Sets Favorable Climate 

Still another thought on the effec- 
tiveness of sound-slide film lies in 
what every good agent knows. If he 
can get a favorable interview, he 
usually can find a hidden need with 
almost any prospect. To lean towards 
understatement, the hard part is to 
establish the proper climate for an 
interview with someone who claims: 
(a) He has either just brought his 
insurance program up to date (and 
really has), or (b) —to coin a phrase 
—is “insurance poor.” 

In reply to such cases, Mr. Langhaug 
says that the agent merely congratu- 
lates the former, commiserates with 
the latter and states that he just wants 
to show talking pictures on the story 
of life insurance—not sell insurance. 
“Interviews” on this basis are fre- 
quent, and results are sometimes 
amazing. 

One film-viewer actually had had 
an agent from another company “bring 
his insurance program up to date” 
only 30 days previous. He agreed, 
however, to see the film, so long as 
it took only 15 minutes. Result? He 
purchased a $10,000 policy for retire- 
ment purposes. 

Not only does the McClure machine 
have a record of increasing sales for 
Lutheran Brotherhood and an impos- 
ing list of other companies in various 
fields of endeavor, but it also lends 
a hand in one of life insurance man- 
agement’s biggest problems—recruit- 
ing and training. It has been found 
that new men are highly impressed 
with the audio-visual technique, since 
it is already a proven success. Manage- 
ment deesn’t have to wonder just how 
much of its recruiting and/or educa- 
tional statements are being accepted 
by the neophyte agent as “straight 
goods.”’ The record speaks for itself. 

Also, the greenest of agents can go 
right out the first day and make the 
same presentation as the old hands. 
Sales are made almost at once, and 
“nothing breeds success like success.” 

As yet, no one has thought to give 
one of the machines an office of its 
own and a title, but who knows? 


American College's Folder 
For CLU-Minded Queries 


American College has published a 
folder Your Questions on CLU Stud- 
ies Answered, designed to help those 
who may be planning to take CLU 
study courses in the fall 

Also, following up the same idea, 
a number of life companies have in- 
dicated that they will again this sum- 
mer use CLU as the theme of some 
of their advertisements in the insur- 
ance papers. 





1958 
267 


1957 


United Amer., 
Ministers L. & Cn. Minn. 
Kansas Farm Life, Kan. 
Empire State Mut., 

Industrial 
Olympic Natl., 


American Founders, 
Rampart Life, D. C. 


Boamicers BeOrvice, CUIR.  oncccscsesccsseccscesccscswsseserse **63,991,565 
Old Dominion, Va. **63,673,457 
Industrial 


Loyal American, 
Inter-Ocean, 

Industrial 
Detroit Mutual 

Industrial 
Mutuelle-Vie del U.C.C., Canada 
State Reserve, Texas 
Southern States, 
Protective Life, Neb. 


Girardian, Texas 60,927,470 
Gibralter Life, Texas **60,774,148 
RMON isn sg ATURE. | aicscasctessscscscssivciatevconstene 60,656,413 
Commercial, Ariz. 60,406,100 
Consolidated General, Tex. 7**60,206,863 
Western Farm Bureau, Colo. **60,000,200 


Pierce Ins., 

Industrial 
Loyal Protectiv 
Philadelphia- United 


Industrial 

Great Lakes Mut., **58,135,449 
III. sitscashesiaicevintnntinnawiontick 45,277,656 

Home Mutual, Md. 57,550,528 
A a eae 38,168,347 

Maritime Life, Can. **57,448,387 

PRO CMRE BRT OT, aivcscscicsnececnscsnvsnssetseorsese 56,971,174 
ae 97,265 


International Fidelity, Tex. 


Pilgrim H. & L., Ga. 

NEE Na canscrncscecencenshochentes 
Forest Lawn, Cal. **54,996,668 
United Home Life, Ind. 54,872,223 
Cal-Farm Life, Cal. 54,589,143 
National American, La. 54,084,946 


Great Northwest, 
Pyramid, Kansas 


National Educators, Tex.  .........ccccssssssscssessssese **53,721,421 

Mammoth L. & A., Ky. 53,626,871 
NIN. esbcttcccictoerecccvevessernns 42,955, 106 

Atlantic Coast, S. C. 53,400,675 
een 52,576,548 

Citadel Life, N. C. **52,913,240 

Continental, Texas **52,895,825 

Postal L. &C., Mo. **52,768,006 

Calhoun Life, S. C. **52,071,338 
NEI,” etidencecsnsccsiiniinnsntome 13,293,491 

WIENER AMTICO, GBR. cccceiccsncssscceserecsessntaneintnses 51,551,571 

Bankers Union, Colo. 51,276,518 

Group Health Mut., Minn. ..0.......ccsesseseees **51,221,095 

Guaranty Income, La. 50,995,571 

Canadian Premier **50,890,920 

Skyland Life, N. C. **50,249,946 
eee 28,853,489 

Guardian Unde... TeKAS. ciccccicesscesccescscesesessasoses 50,151,171 

Life of America, Wis. 49,325,824 


Homesteaders Life, Ia. 
Industrial 


Prof. & Bus. Men’s, Colo. . 448,448,498 

Public Savings, S. C. ‘ 48,387,015 
PETIT cccisiscoscscanistvennioessete 38,263,113 

Bankers Mut., IIl. 48,048,472 

Progressive, N. J. **47,553,332 
MOTINUETAIIL. - acusssiscossseiveacensboniste 45,137,837 

Mid-American, Texas 47,395,349 

Afro-American, Fla. 47,254,358 
Industrial 37,555,610 

Toronto Mut., 47,032,743 
Industrial _.... 25,589,373 

Superior Life, *46,515,521 

Fidelity Life, Can. **45,805,946 

Rural Security, Wis. 45,685,346 


Texas Reserve 


FieNATIONAL UNDERWRITER 














































































































Total 
Insurance 
In Force 
$ 
Commonwealth L. & A., MO. cccccccseseseeeseee **98,959,383 
RUMEN cisvetcccccececretessacncsnnes 94,269,565 
Rath. FArnsers Wiad, Calo. ccrecesecsocccorcseeccsese **98,942,461 
Northwestern, Wash. **97,859,244 
Western Natl., Texas **95,981,466 
Dominion of Canada Gen. **95,098,012 
Natl. Public Service, Wash. ............. **94,656,887 
Mid-States, Fla. 93,025,630 
Pioneer Mut., N. D. 91,802,647 
Brotherhood Mut., Ind. **89,540,541 
Caisse Nationale d’Economie **88,377,082 
Mid-Continent Life, Okla. **87,891,096 
Century Life, Texas **87,032,903 
Universal L. A., Texas . ie cabateathantaeaaienia? 86,939,065 
Industrial : 
CHARS  DECEO. DAE, TAL. sssisscsscssssscccccaresssconcense 86,113,059 
URONRME © sss ccicciscs cstvcotoietasanes 79,313,137 
North Central, Minn. **85,699,908 
American Life, Del. **85,626,165 
Progressive, Ga. **85,204,741 | 
NT, RIESE er 28,796,552 | 
Amer. Heritage, Fla. 85,107,558 
. Bankers, Texas **84,603,176 
Family Life, Wash. **84,322,012 
Texas Life 83,029,896 
CE cg: Dek Wes: atssresimenmnnienstanentnn **81,531,529 
MARERINMOAL, _cssscvcsnesscescveesossossteee 62,357,070 
Palmetto State, S. C. **81,326,561 | 
RG ne es 50,694,943 | 
Commercial & Industrial, Tex.  ........cccseee **80,613,415 
Piedmont Life, Ga. **89,349,582 
Wisconsin Life 78,837,065 
Western States, N. D. 78,425,970 
Pioneer American, TeXAaS  ...........c.ccscccsssrsscseass **78,159,859 
Praetorian Mutual 77,372,139 
Guar. Savings, Ala. 76,705,470 
LaSolidarite, Canada **76,518,713 
Life of Alabama 75,947,615 
Co-operative, Canada **75,343,062 
National Equity, Ark. 75,313,057 
Fidelity Bankers, Va. **75,011,719 
Farm Bureau, Mich. **73,683,198 
California Life **71,955,441 | 
8 EE ERS, 102,720 | 
Farm Family, N. Y. 70,761,623 
Commercial, Canada **70,385,142 
Cosmopolitan Tulle, Terni, cccccsesescsscesessccosssessisss 70,214,824 
Industrial 35,465,533 







**68,671,761 | 
**68,453,447 | 
**68,367,965 | 
**68,180,498 


**67,277,742 





ee 


Wash. 











United Life, Fla. 66,435,480 | 
SOIUAINEIAL sn sncsnscccvcessstasnesserseses 60,171,180 | 

Amalgamated Labor, Tl. ..........ccccsssscseseeeseees **65,506,312 

National Home, Mo. **65,429,632 
RSSAIMIIIED < . picesecmsciescerepnsvcebeves 5,600 


**64,319,650 
+**64,007,470 


Texas 











**63,325,215 
**63,054,442 
**62,868,589 


62,849,946 


Ala. ; 





Ohio 





29,631,642 
61,042,917 





**61,499,290 | 
**61,489,778 

**61,180,731 | 
**61,013,235 





Texas 

















Cal. **59,741,997 












**58,686,138 
**58,365,341 











| 
**56,483,440 | 
55,059,800 | 











**53,951,130 
**53,789,525 


Wash. ...... 










































**48,461,610 





































**45,351,288 
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April 26, 1958 
Total 
Insurance 
In Force 
$ 
Union Natl. Life, La. 
paindustrial esses 38,568,373 520m 
(ue) utual, Neb. 
Globe Life, Ill. —*,-~ 
Industrial ueccccceee 1,555,974 mero 


Cent. States H. & L., Neb. 
Farmers Life, Ia. 
Interstate Life, N. J. . 
Savings Bank, Conn. 

Empl. Mut. Ben. Assn., Minn. 
Home Owners, Fila. 
Natl. Standard, Fla. 

Industrial 

















Federated Security, | Utah 
Ranchers Life, is: sped 
Puritan Life, R. I 
Continental ‘Amer., Texas 

Industrial 
American Home, Kansas ............cssssssssesesssesese 
Producers Life, Ariz. 
Church Life, N. Y. 
Mutual Savings, Mo. 
Surety Life, Utah 
Guaranty Life, Texas 
Jackson Life, Ark 
Security Life, Ga. 

Industrial ....... 
































34,074,940 
























Plymouth Mut. bd 

International Serv., Wes. e wage baat 

Sunset Life, Wash. sere 

Old Bauity, Ind. 36,542 455 
ooker T. Washington, Ala. ....ccccccccsseseeos.., 969 

‘ ir 35.960 27 
entra NTIS, FEATIBOS: ..cccescessssscscesserevsesssersven #4 

National Farm, Texas Py 

State Mutual, Ga. *#35,408 16 

industrial ere tamencrdaneirs 10,248,637 ie 

ndependence L. & A., Ky. ceccccccsccssececssserceee *#35, 

a Industrial i Dei cana 3,909,182 aa 
‘oasta ain, N. C. **35,2: 
TRAMER ION ooccseesccscchosiccesactes 19,407,281 a 

La Survivance, Canada ...... 35,149,369 





First National, Ariz. 
National Security, Ala. 
Southern Provident, Tex. 
Guardian Natl. Life, La. 
Farm Bureau, Mo. 
Austin Life, Texas 
Trans-American, Tex. 
Victory Mutual, III. 
Industrial 
Old American, Mo. 
Industrial 
Magnolia Life, La. 
WTNURBEN IAL ins sco nsnsssccevescasccecssse 
Consolidated Amer., Texas 
Guarantee Reserve, Ind. ..... 
State National, La. 
Washington Life, La. 
American Trust, Texas 




















418,160 
32,674,205 


33,923,082 





































































































Tidelands Life, La. 84 
East Coast Life, S. C. 32,764,098 
Continental Serv. L. cS H., Ba... *#39 931 63 
Philanthropic Mut., #39 042.047 
Charlotte Liberty Mae 31,969,917 
PR yg Rasaeasbesti teas vasbaorbeies 
reat Fidelity, Ind. **31,948, 
Central Amer., Texas +931 31478 
Columbian Mut., Tenn. o...c.ccccccccceccccsessssesesceees 31,307,199 
Amer. Bankers, Texas 31,057,536 
Reliance Mutual, Il. **30,918,3% 
Industrial 50,617 
Eureka Life, Te **30,789, 
Old American, Wash. 3071338 
Richmond Life, Va. **30,657,329 
Acme United, Ga. 30,654,213 
Maryland Life, Md. 30,183,060 
Sentinel Life, Texas **30,031,831 
United Mutual, N. Y. 29,529,904 
Industrial 0... eeeseseeeee 11,720,482 
Delta Life, La. 29,223,443 
TRTMENA os scoescscascossrssensossoses 28,749,483 
Acme Life, La. 29,051,474 
EMGUSEIAL crccicessccssscssesisesesccese 27,988,586 
Surety Life, S. C **28,258,146 
Industrial 23,192,701 
Farm & Home Wee PRAAEs.caccs sascossssarceessssereahitenie **28, 227,120 
Service Ins. of Ala. *28,000,000 
Insurance City, Conn. nex **27,994,171 
Domestic L. & A., Ky. oy oe 27,911,393 
BRUTE oicascccscasescssesvasevesseee 24,729,875 
Southern Natl., La 27,377,228 
Eee 22,998,993 
American Investors, Texas see **27,247,231 
Great Commonwealth, Texas 27,197,381 
Independence Life, Cal. ........ **27,121,360 
Detroit Metro. Mut., Mich. . $27,062,850 
Federal Old Line, Wash. ... as 27,045,761 
MEUIBUE IAL sc ccesecssessessessctsonseee 44,411 
United Pacific, Wash. **26, 768,643 
Grange Mutual, Idaho .. 26,748,726 
Continental L. & A., Ida. **26,631,214 
TRUUIBEE IED, oc ccessscccoscasscsssncnscece 
Columbia General, Texas ........ccccsssssseseeseeneee **26,618,557 


Security-Connecticut 
Citizens Home, Va. 
Mercantile Security, Tex. 
Natl. Life of Amer., S. D. 
Globe Life & Acc., Okla. ... 
American Republic, Ia. 
Great Amer. H. & L., Tex. 
Union Life, Canada 
Southwest Reserve, Texas 
Industrial Life, Texas 
American Home, S. C. 
Western Life, Canada ..... 
Lee National, La. 
Life of N. A, Pa. 
Provident Indem., Pa. 
Industrial 
Southern National, Ark. 
Industrial 
Independent Life, Md. 
Industrial 
Southwest Amer., 
Cherokee Credit, Ga. 
Life of Alberta, Canada 
Southwest Union Life, Texas.. 
Old National, Texas 
Audubon Life, La. 
Horace Mann Life, Ill. 
Georgia Life & Health . 












































1,775, 302 
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36,542,456 B 512 
35,969,207 F513 
**35,838,590 F514 
gb 148,252 F515 
35,408,875 F516 


**35,282,454 | 517 
**35,243 286 518 


35,149,369 
**35,057,470 


523 
524 
525 
526 
527 
528 
529 
530 
531 
532 
533 
534 
535 
536 
31,969,917 “ 
**31,948,463 539 
*#31,574.115 E. 
541 

**30,918:34 . 
*#30,789,502 544 
30,713,346 545 
*#30,657,320 § 546 
30,654,213 f 547 
30,183,060 f 548 
**30,031,931 | 549 
529, = 
29,223.48 F 
29,051,414 = 
** 28,258,146 = 
#98 297,120 557 
#28,000,000 F 598 
+*#97,994,171 | 5939 
27/911,398 = 
27,377,228 = 
564 

565 

566 

567 

568 

569 


**27,247,231 


27, "045,761 

: “ae 
26,7 

631. 571 

**26,631,214 572 


#926,618,551 | 923 
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Suwannee Life, Fla. 
Great American, Kansas 
Citizens National, Ind. 
Western Life, Mo. 
Industrial 
First American, Texas 
United Founders, Okla. 
Public Life, Fla. 
New South Life, S. C. 
Hawaiian Life, Hawaii 
Automotive Life, La. 
Industrial 
Fireside Comm 
Zurich 
Central Life, Fla. 
Industrial 
General Life, Ark. 
Protective Security, Calif. 
Beacon Life, Okla. 
Capitol Reserve Life, Mo. 
Manhattan Mutual, Kansas ... 
Midwestern Security, Texas 
West. Rep. & Plymouth Life, Tex. 
Protective Life, Ill. 
Self Help Mut., Ill 
Citizens Standard, Texas 
Great Southwest, Texas .... 
Industrial Life, Pa 
Industrial _..... 
Reliance Life of 
Textile General, S. c. 
Industrial 
Wabash Life, 
Cardinal Life, Ky. 
Family Security, S. C. 
Industrial 
Tennessee Valley, Tenn. 
George Washington, W. Va. 
Commonwealth, Okla. 
Industrial 
Family Security, Texas . 
Industrial 
Rabenhorst Ind. L 
Capitol Co-operative, Colo. 
Industrial 
Emergency Aid, Ala. 
Harrison Natl. Life 
Guaranty Life, Fla. 
Amalgamated L. & H., IIl. 
Peoples Protec., Tenn. 
Industrial 
Life Companies, Inc., Va. 
Associates Life, Ind. 
Central State, La. 
Alabama L. Cc. 
Employers Life, Ala. 
Industrial 
Louisiana Life, s 
Union Security, Ga. 
Nebraska National 
Conger Life, Fla. 
Industrial 
Resolute Credit, Conn. 
Life of Louisiana 
Industrial 
Atlantic Southern, P. R. 
Industrial 
Fidelity Standard, La. 
All States, Texas 
Great States Mut., Ill. 
Industrial  ...cccccsceseseees 
Lincoln Mut. L. & C., N. 
American Income, Ind. 
First United, Ind. 
Bankers Trust, Ariz. 
Southern National, Tex. 
Great Plains, Tex. 
Mid-Continent, Texas 
Amer. Foundation, Ark. 
State Life, S. C. 
Great Southwest, Ariz. 
State National, Mo. 
Standard, La. 
Industrial 
Jacob Schoen & Son, La. 
Western Bankers, Utah 
American Buyers, Ariz. 
Consumers Credit, Del. ....... 
Cumberland Life, Ind. 
Unity Life, Tenn. 
General Assur., Ga. 
Kilpatrick Life, La. 
Atlantic National, Ala. 
Peoples Life, La. 
Public Fidelity, Pa. 
Pacific Western, Utah 
Valley Forge, Pa. 
Central Life, N. C. 
Continental Equity, La. 
Life Underwriters, La. 
University Life, Okla. 
TCISEEIAD, cn ccsecsnsossscccsesesosecesse 
Webster Life, Ia. 
Great Lakes, Il. 
Howard Life, Colo. 
Mothe Life, La. 
Life of North Carolina . 
National Union Life, Ala. 
Northern Founders, N. D. 
Sam Houston, Texas 
Christian Mut., 
Sabine-Neches, Texas 
East Coast Life, Pa. 
Asso. Funeral Dir., La. 
Atlas Life, La. 
Gulf Union, La. 
Southeastern Life, Miss. 
Greater Mississippi Life 
BOURWIAD | ocssacscesccssssesscssesseice 
Northland Life, Minn. 
Global Life, Canada 
Union Protective, Tenn. 
Virginia Mut. Benefit 
Industrial _.... 
Winston Mut. 
Industrial 
Western Reserve, 
Allied Life, N. C. 
Amer. Capitol, Texas 
United Security, Ala. 
Industrial _ PATERSON 


Old Faithful, Wyo. 
Augwood L. "& A Ss. C. 
Evangeline Life, La. 

Industrial o.........cssesssscsesseee ie 9,822,342 
Life of Amer., Del. 














1,115,341 























19,119,004 















































































36,300 























306,000 







































































595,981 














































799,539 
11,498,264 


































Total 

Insurance 

In Force 

$ 

*22,315,698 
22,309,734 
22,297,530 
**22,236,846 


22,105,677 
**21,906,975 
21,830,539 
21,779,000 
**21,751,069 
21,652,596 


*21,607,290 
**21,581,350 
21,550,876 


21,331,796 
**21,092,529 
+**20,942,996 
20,849,921 
20,831,649 
**20,782,443 
**20,729,520 
20,713,956 
20,530,284 
20,483,719 
20,444,934 
20,363,365 


**20,336,995 
***20,335,767 


20,311,443 
**20,247,716 
**20,160,093 


**20,143,592 
20,043,298 
**20,002,979 


19,949,404 


¥*19,930,905 
19,831,423 


*19,803,278 
19,713,759 
*19,612,327 
**19,537,142 
**19,313,997 


19,300,136 
**19,143,409 
*19,138,018 
**19,033,500 
**18,806,962 


*18,478,070 
**18,455,024 
18,100,103 
**18,013,974 


**17,992,916 
**17,981,489 


17,946,478 


17,941,418 
17,727,500 
**17,682,935 


17,667,454 
**17,652,120 


**17,145,671 
17,110,659 
16,969,017 

**16,962,496 

**16,746,927 
16,647,204 


*16,608,618 
16,600,586 
16,468,981 
16,249,279 
15,968,889 

*15,884,644 

** 15,863,533 

*15,838,995 

**15,791,667 

*15,771,143 

$15,562,882 
15,519,178 

**15,460,360 
15,379,745 
**15,294,530 
**15,290,825 
15,257,632 


15,151,617 
**15,059,285 
*15,059,229 
*15,003,754 
**14,982,021 
**14,881,844 
**14,820,113 
14,697,435 
14,693,755 
14,580,250 
14,569,019 
*14,539,956 
+*14,504, 160 
**14,492,607 
**14,474,860 
14,384,846 


**14,349,048 
**14,307,186 
*13,926,854 
**13,916, 629 
13,808,757 
*13,739,831 
13,702,305 
13,513,367 
13,420,344 


13,412,909 


13,171 092 
13,164,094 
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1958 1957 
TURUBENEAD  ccscccscercscsstescsesescsoses 852,535 
599 Equity Life, Ala. 
600 First Life, Texas 
601 Mid-America, Okla. 
602 Citizens Life, N. Y. 
603 United Services, Ala. 
ee 11,829,026 
604 Jackson Mut., Il. 
Industrial  .......ccscsscseesesesesees Basi: 862,649 
605 Liberty L. & A. Mich., ... 
606 Amer. Life of Balt., Md. 
607 Mountain States, Colo. ...... 
608 Richmond Beneficial, Va. 
Industrial _..... 
609 Cotton States L. - 
610 South. Aid Life, Va. 
TIRE Si ocncscerseccssecesvescovse 
611 Modern Pioneers, ATizZ. wcccccccccccseseseseeseeeecseees 
612 Life of So. Carolina 
613 Investors Natl., Ind. 
614 Great Amer. Life, Ind.  o....cescssscsseesseesseteeees 
615 Mutual Benefit, Md. 
Industrial  ........cccssesessseesseses 11,475,013 
616 Southern Equitable, Ark. 
617 Midwestern University Life 
618 Sovereign States, Tenn. ...... 
619 InsurOmedic Life, Texas 
TRUGERIRE IAD ac sccscseereeseseececcesesess 197,625 
620 Tex. Empire L. & A. 
621 Dunbar Life, Ohio 
Industrial 8,068,614 
622 Union du Commerce, 
623 Lafourche Life, La. 
Industrial o.......cccceeeeeseeeees 18 296,615 
624 Allied Bankers, Texas .......ccsesessesesessceseeeesenes 
625 Cardinal Life, Mo. 
626 United Bankers, Texas 
627 American Buyers, Utah 
628 Western General, Texas .... 
629 Amer. Cas. & Life, Texas 
630 Cotton States, Ala. 
631 Central Assur., Ohio 
Industrial  ......cccccccscsscesscescsesee 
632 Western Reserve, Ohio ... 
633 Amer. Home Mut., D. C. 
Industrial _..... caps 
634 Independent Life, Ar 
635, Reserve Estate, Ark. 
636 Lincoln Life, Ga. 
TRGUSEIAL — <ccccssuviecsesecesesescecece 9,378,669 
637 Great Eastern Mut. 
BRIE. « scstenisascecectienreinvionmns 4,426,795 
638 Valley Life, Tex. 
639 Great Western, Texas 
640 Employees Security, Tex. ..cccccccccescesseeeserseee 
TRUGEUBETIAD — <cccccecececseccscevscocssesee 67,500 
641 Good Citizens Life, La. 
642 Dixie Co-operative, Ne cated acisinssstedcassahesvesetiati 
643 Prov. Home Ind. Mut., Pa. 
644 Amer. Guar. Life H. & A, Se escrinencrnerinaies 
645 Western Mutual, Ill. 
646 Community Mut., Mich. 0... ccccccescseeeeee 
647 North America, Texas 
648 Family Life, Can. 
649 Populaires Acadiennes, Canada ...........:0:000 
650 Gateway Life, Pa. 
651 Equitable L. & C., Utah 
652 Southern Colonial, S. C. 
653 Grand Pacific, Hawaii 
654 Superior Life, S. C. 
655 Interstate Life, Texas 
656 Capital National, Texas  .........ccccccccccsecsessessesseeee 
657 Standard Union, Ala. 
658 Fidelity Life & INCOME .........cccceseseseseneseeee 
659 Western Empire, Utah 
660 Lone Star, Texas 
661 Appalachian Life, W. Va. 
Industrial 
662 Southwest Capitol, Texas 
663 
664 Early American, Ga. 
665 Commercial Life, Mo. 
FRGUBERIRE <n cccccssscsecsecseseseseseeee 5,958,683 
666 Empire Life, Ark. 
667 Amer. Life, N. Y. 
668 Houston American, Texas 
669 Brook’gs Intl. L. & C 
670 Florida Sun Life 
TRMUBRRIAD, once ccscseessicecscecsssscssee 2,752,919 
671 Production National, Tex. ........c.ccsssscesceeesesees 
672 Investors Life, Ga. 
673 Bankers Fidelity, Ga. 
674 First National, Mich. 
Industrial _......... 4,195 uns 
675 Minnehome Life, 
676 Maine Fidelity 
677 Bank Credit Life, Ark. ........cccssssssssesessseereseses 
678 Financial Security 
679 First Colony, Va. 
680 American L. 8 C., Ni Du cicscccsssssssssssssesseseseseeee 
681 National A. & H., Pa. 
682 Arnett-Benson Life, Texas o.......ccccscsseeeseeee 
683 American Federal, Ala. 
Industrial 
684 American Travelers, Ind. 
685 Kennesaw L. & A., Ga. ... 
686 Petroleum State, Texas 
687 Carolina Home, N. C. 
688 States General, Texas 
689 Home Trust Life, Ala. ........ccsscsssscessereeeessseee 
690 Choctaw Life, Miss. 
Industrial 
691 Eastern Life & 
Industrial _....... 
692 Continental Amer., 
693 Old Surety, Okla. 
694 Western Security, Okla. 
695 Natl. College & Univ. Life . 
696 Boulevard Ins. Co0., Tex. -..eccccccssesesscssssesssseeneeee 
697 Great Charter, Texas 
698 Security Ind., ‘ 
699 Guaranty Life, Ga. 
TaenBentr tad. conceccecccccecccsesccssoscese 6,728,611 
700 Allstate, Ill. 
701 American Liberty, Miss. .........scssesssssssssseeeses 
702 Pioneer Western, Ark. 
703 Mutual Life of Va. 
704 Jefferson Davis, Ala. 
705 Preferred Life, Texas 
706 Pacific Southwest, Ariz. ..... 
707 Southwestern Fidelity, Tex. 
708 Financial Life & Cas. 
709 Southwestern Bankers, Tex 
710 Dependable Life, Ariz. ... 


(CONTINUED ON 
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Total 
Insurance 
In Force 


$ 


**13,131,003 
**13,088,019 
**12,843,218 
**12,814,534 

12,811,153 


$**12,749,837 


12,620,268 
*12,552,290 
**12,460,834 
12,447,991 


**12,403,673 
12,393,906 


12,392,100 
12,374,305 
**12,327,289 
**12,302,282 
12,205,689 


12,182,752 
712,152,025 
**12,118,875 
12,002,627 


11,930,406 
11,873,208 


11,825,149 
$11,818,465 


11,561,762 
**11,516,665 
**11,509,525 

11,335,329 
**11,297,400 

11,293,484 
**11,292,757 
**11,292,334 


**11,282,035 
11,260,551 


11,255,640 
11,206,874 
11,108,597 


11,082,898 


+**10,858,958 
$10,813,770 
** 10,665,361 


*10,628,586 
*10,596,237 
*10,534,338 
$10,529,064 
10,526,498 
**10,456,697 
**10,305,596 
10,301,941 
**10,253,211 
**10,224,050 
10,229,952 
10,140,713 
**10,130,498 
**10,110,838 
¢**10,055,000 
10,014,670 
10,008,300 
**9,910,970 
9,854,785 
9,827,709 
9,564,099 


**9,551,388 


9,249,900 
**9,221,273 
**9,193,293 

9,159,027 
**9,124,609 


9,095,858 
**9,069,231 
**9,016,313 
**8,905,525 


**8,902,741 
**8,866,000 
8,777,273 
8,736,630 
**8,733,619 


654,329 
**8, 631, 970 
**8,612,869 


**8,531,914 
**8,499,355 


#98, 196, 204 
**8,159,502 


**8,095,570 
8,062,752 
**8,052,014 
8,024,551 
8,006,916 
**8,001,494 
*7,984,832 
7,940,196 


7,934,500 
**7,884,241 
**7,869,587 


*°7/573,874 
$7,540,199 
7,497,188 


May 15 Is Deadline 
For Receiving NALU 


Candidates’ Names | 


WASHINGTON—May: 15 has been 
set as the deadline for receiving 
nominations for officer and trustee 
posts in National Assn. of Life Under- 
writers. 

Nominating Committee Chairman 
Herbert R. Hill, Life of Virginia, Rich- 
mond, said the committee will meet 
shortly thereafter to decide on its 
slate. The annual convention will be 
at Dallas, Sept. 7-12. 

“Some exceptionally well qualified 
candidates have been swggested thus 
far but the field is still very much 
wide open and we hope that several 
others will be proposed before the 
May 15 deadline,’ said Mr. Hill. 
“Particular emphasis is put upon get- 
ting agents to stand for election as 
trustee. The committee is suggesting 
to each potential candidate that he 
plan his campaign with a modest cam- 
paign fund in the conviction that the 
spending of large sums to elect a 
candidate should be discouraged.” 

Mr. Hill enumerated these essentials 
for a nomination: 

1. “Recommendation for nomina- 
tion” blank, completely filled in. 

2. Endorsement resolution from the 
candidate’s local association. 

3. Endorsement resolution from the 
candidate’s state association (or if 
there is none in his state, then at least 
one local association endorsement be- 
sides his own). 

4. Photo of the candidate, preferably 
not more than four years old. 

5. A statement from the candidate 
affirming his willingness to serve if 
elected. 

6. A 250-word statement by the 
candidate outlining the background 
and experience which qualify him for 
trustee. 

“The 250-word statement,” Mr. Hill 
explained, “will be used by the com- 
mittee in a brochure presenting the 
candidates selected for the final slate. 
This brochure will be mailed to Na- 
tional council members well in advance 
of the Dallas convention.” 

All the foregoing items should be 
sent to Mr. Hill as chairman at 2315 
West Broad street, Richmond 20, Va. 
Additionally, copies of the two en- 
dorsement resolutions should be sent 
to the following committee members: 

Joseph B. Davis, Home Life, 607 
Shelby street, Detroit, Mich. 

William R. Robertson, general agent 
Massachusetts Mutual, 31 Milk street, 
Boston 9, Mass. 

Fitzhugh Traylor, general agent 
Equitable Society, 1500 Consolidated 
building, Indianapolis 4, Ind. 

Vernon E. White, Agent, North- 
western Mutual, 120 Jackson avenue 
N. E., Albuquerque, N. M. 


Ala. Insurers To Merge 


The Alabama department has given 
tentative approval of the merger of 
Loyal American Life and Pan Coastal 
Life. The merged companies will con- 
tinue as Loyal American Life. 

Loyal American was organized in 
1955. After the merger it will have 
assets of approximately $2% million 
and insurance in force of approx- 
imately $30 million. Reinsurance In- 
vestment Corp. of Birmingham, pres- 
ently owner of controlling interest in 
Pan Coastal, will own about 50% of 
Loyal American and has agreed to 
purchase additional stock in the 
amount of $675,000. 

E. E. Delaney, Mobile businessman, 





is president of Loyal American. 
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Ad&S Baby Group Pays Income Tax For 
This Agent—And Brings Other Business 


The sale of A&S “baby group” is 
not only profitable in itself but it also 
leads to increased sales of other types 
of coverage, Everell A. Smith, New 
York Life, Sycamore, IIl., told agency 
officers at LIAMA’s annual A&S 
meeting in Chicago. 

In analyzing the approach he used 
to place the contracts he had sold Mr. 
Smith noted, “In four cases I ap- 
proached businessmen with whom I 


had traded, namely, my milk dis- 
tributor, the owner of a local depart- 
ment store, my home furnisher and 
my local floor covering expert. All of 
them employed from five to 23 em- 
ployes. All were glad to learn about 
A&S baby group and all wanted the 
coverage for their employes and for 
themselves.” 

In addition to approaching his own 
personal business contacts, Mr. Smith 


made “cold” approaches to 18 other 
firms. Of the 22 potential buyers, 14 
actually put the plans into effect. Un- 
derlining the ease of selling on this 
basis, Mr. Smith said, “You will note 
that the closing ratio was almost 65%. 
These 14 cases covered 180 em- 
ployes. Ten of the 14 cases covered 
employes’ dependents as well as 
themselves. How else could you cover 
so many people in such an efficient 
manner?” 

Mr. Smith believes the small em- 
ployer is an exceptionally good pros- 
pect for an approach concerning group 
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CONTINENTAL AMERICAN 


builds success on solid support 


Superior product is a substantial pil- 
lar of our success. We developed it by 
pioneering in preferred class life insur- 
ance ... by planning our policies with 
flexibility to meet changing times and 
trends, as well as individual needs... 
by providing maximum protection at 
lowest cost. These are the reasons Con- 
tinental American policies are recognized 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 





ZO-APHAHZmMOmMAMA <H-rpcg 





as superior by discriminating buyers. 

Equally, our success is built on quality 
representation—the highly trained ,wide- 
ly respected men who sell and serve the 
buyers of our superior product. Together, 
these twin pillars sustain high average 
sales —an enviable characteristic of 
Contintental American for more than 
fifty years. 





Wilmington, Delaware 
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protection because, “the close family 
relationship in most small businesse. 
leads to a paternal instinct on the 
part of the employer. Capitalize on 1a 
help him through A&S baby group” 
A demonstration of their very yey 
willingness to participate is the fay 
that “most employers are willing to go 
from 25% to 75% of the way in beg. 
ing the cost of the protection,” y, 
Smith said. 


Leads To Larger Business 


In illustrating the fact that baby 
group sales lead to life business and 
the sale of larger group cases, Mr. 
Smith said, “One of my cases soon 
grew into proportions where ther 
were more than 25 employes, s0 it js 
now on a large-group basis. 

“To date I have sold $312,000 worth 
of life insurance to employes and em. 
ployers after opening up the Ags 
baby group business. I sold anothe 
$300,000 worth of business in a place 
where I didn’t get a group policy.” Ip 
addition, Mr. Smith is working on the 
details of a pension plan which was 
developed as the result of an approach 
for A&S baby group. 

“All in all, I like A&S baby group 
business. It is an easy product to de- 
scribe and install. It is a product for 
which my company pays claims quick- 
ly. All claims checks come back 
through me so that I can deliver them 
with a flourish and zest which lead 
to more business,” said Smith. 

In discussing the compensation ad- 
vantages of A&S sold on a smal. 
group basis Mr. Smith said, “This js 
one way for your agents who con- 
plain about their earnings to give 
themselves a raise. So far, my Ags 
baby group cases have almost taken 
care of Uncle Sam’s annual deduction 
from my earnings.” 


Sums Up Reasons 


In summing up his remarks Mr, 
Smith presented these reasons why 
he believes an agent should sell this 
type of A&S group coverage. 

“1, You have superior benefits in 
comparison to any individual cover- 
age at a rate of 10% to 15% less than 
individual policies. 

“2. A&S baby group is easily sold. 
Capitalize on your present policyhold- 
ers, the business men with whom you 
deal, and don’t fail to cold canvass the 
business places or employers who en- 
ploy five or more people. 

“3. It will pay you well. 

“4. Above all, such cases will lead 
you to excellent life and pension cases 
as well as individual A&S and supple- 
mental individual hospital insurance 
cases. 

“5. Finally, it is a sound method of 
voluntary protection for covering the 
risk of loss of income, and _ hospital 
and medical expenses.” 


Decatur (Ill.) Agents Elect Lewis 
Decatur Assn. of Life Underwriters 
has elected the following officers: Joe 
Lewis, New York Life, president; Roy 
A. Rademacher, Equitable Society, 1s! 
vice-president; Stephen G. Graliker, 
Union Central, 2nd vice-president; and 
S. B. Stottrup, United Benefit Life, 
secretary-treasurer. 





Brochure Free Pap 
Scrolls « Illuminated Resolutions poe 
Certificates j 
Walnut e Bronze e Laminated Plaques 7 
BEAUX ARTS ENGROSSERS 


award specialists sul 
30 No. La Salle St., Chicago 2, III. Dearborn 2: 











Til 26, 1959 


‘lose family 
| businesse, 
net on the 
alize on it, 
aby 8roup,.” 
_ very real 
Is the fag 
villing to gy 
ay in bear. 
ction,” Mr 


that baby 
usiness ang 
Cases, Mr, 
Cases soon 
here there 
"eS, SO it js 
2,000 worth 
es and em. 
» the Ags 
1d another 
in a place 
Policy,” Ip 
king on the 
which was 
in approach 


baby group 
duct to de- 
product for 
uims quick- 
ome back 
eliver them 
vhich leads 
h. 

isation ad- 
1 a small- 
d, “This is 
who com- 
Ss to give 
» my Ags 
nost taken 
| deduction 


narks Mr, 
isons why 
d sell this 


enefits in 
ual cover- 
» less than 


asily sold. 
0licyhold- 
whom you 
anvass the 
; who em- 


will lead 
sion cases 
1d supple- 
insurance 


method of 
rering the 
1 hospital 


Lewis 

Jerwriters 
icers: Joe 
dent; Roy 
ciety, Ist 
Graliker, 
dent; and 
efit Life, 


ee 


wards 
“Fa 








XUM 


April 26, 1958 


LIFE INSURANCE EDITION 


Provident Mutual 


bul 


* - ade 
Life Insurance Company of Philadelp 


hia 


Worth a second look 


N INETEEN FIFTY-SEVEN was an outstanding year 
for Provident Mutual. The volume of life insurance 
in force exceeded two billion dollars for the first time 
—having increased from $1,820,760,000 at the end of 
the year 1956 to $2,102,802,000 at the end of 1957. 

But the true significance of the year is only appar- 
ent when you look behind the figures—to the sweep- 
ing changes effected by the Company late in 1957. 
These innovations include such developments as 
quantity discount on policies over $4,000; a general 
reduction in standard premium rates; theintroduction 
of major medical coverage in the areas of Individual 
and Group insurance; and many liberalizations. They 
also include the introduction of life, accident and 
health insurance for small groups of employees and 
expansion of standard Group coverages. 





To the insuring public, these new developments mean 
opportunities to purchase broader coverages at lower 
cost. To the Company, they mean new horizons of 
growth and service, geared to modern insurance prac- 
tices and needs. Based on extensive study of today’s 
insurance markets, they are designed to meet the 
challenge of changing economic trends and con- 
ditions. 

Even more, they reflect Provident Mutual’s 
determination to continue to grow dynamically— 
to bring the best in sound planning and program- 
ming to policyowners everywhere. Your ‘“‘second 
look” at Provident Mutual reveals a Company 
looking not back at 93 years of productive history, 
but looking forward to new and rewarding areas of 
protection and progress. 


Provident Mutual 


Life Insurance Company of Philadelphia 


1} 
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Advantages Of Fire-Life Combination 


As more fire and casualty companies 
start life insurers, acquire a life com- 
pany, or arrange affiliation, the rea- 
sons for such combination are closely 
analyzed and set out. This has been 
done, for example, in the case of 
Springfield F.&£M. and Monarch Life. 
The advantages of affiliation here are 
set out as: 

Under the laws 
Monarch and the 


of most states, 
Springfield com- 


ance in their respective fields, the 
only common area being A&S. Affilia- 
tion will permit them to provide the 
entire insurance needs of a policy- 
holder through their combined under- 
writing facilities, thereby lending 
convenience to the policyholder and 
improving customer relations and the 
production of both companies. 
Affiliation will provide wider diver- 
sification of risk and type of insurance, 
as well as increased diversifications 


of investments. 

In certain areas of research such 
as investments, economics, marketing, 
methods and personnel, the combined 
activities of both companies will in- 
crease the effectiveness of their cur- 
rent separate efforts. 


High Volume Gives Efficiency 


More effective use of modern elec- 
tronic data processing equipment is 
possible as the volume of data handled 
increases. Moreover, through the col- 
laboration of the technical staffs of 
both companies, advantages can be 





panies are restricted to writing insur- 












IBM 705-—BROADENING THE SCOPE OF INSURANCE SERVICE... 





At American National 
Insurance Company... 


FROM PREMIUM ACCOUNTING TO PAYROLLS...ALL ON THE IBM 705 


Two weeks after the IBM 705 was in- 
stalled, millions of punched card rec- 
ords servicing American National's 
$4 billions of insurance were trans- 
ferred to magnetic tape. Less than 
three months later, the system was 
performing a huge part of American 
National's accounting operations. 
Ordinary premium accounting, 
commission accounting, and notice 
writing were being processed by the 
705. Actuarial files were recomputed 


data processing + electric typewriters + time equipment + military products 


to permit calculation of reserves, 
cash values, and other nonforfeiture 
benefits. Weekly industrial payrolls, 
registers of sales progress and cumu- 
lative agents’ commissions were also 
done on the 705 system. 

American National’s 705 is now 
issuing ordinary and monthly debit 
ordinary policies. It is printing policy 
data pages, modification forms, and 
record stencils. It is handling agents’ 
commission accounting, calculating 





premiums, computing policy change 
dates, and inserting policy coding. 
Learn about the 705’s speed of con- 
version, the swifter actual produc- 
tion, and the accuracy that means 
parallel procedures are dropped 
sooner. Call your IBM representa- 
tive or write: LIFE INSURANCE 
DEPARTMENT A58-a, International 
Business Machines Corporation, 590 
Madison Avenue, New York 22, N.Y. 





DATA 
PROCESSING 
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gained by each company from the 
experience the other has acquired in 
this comparatively new field. 

Some functions can immediately be 
consolidated, such as purchasing ang 
printing, with advantages accruing 
from the larger volume handled and 
increased facilities available to both 
companies. 

By advertising both companies 
through the same media, more effec. 
tive use can be made of the money 
allocated by each company for adver. 
tising and publicity purposes. 

The extensive program for the 
education and training of employes and 
agents which each company maintains 
can be made available to the other 
with mutual advantages. 

Claim personnel and other fielg 
representatives who service policies 
will be able to use joint office facilities 
with resulting economies through 
reduced overhead costs to each com- 
pany. 

The home offices of both companies 
are situated in Springfield, Mass., on 
valuable and well-located sites ip 
close proximity. Monarch’s is nearer 
the business center of the city; Spring. 
field’s larger floor area and acreage 
will provide adequate room for expan- 
sion of both companies. 


Program Ready for 
Ohio A&S Meeting 


The program for the annual meeting 
of Ohio Assn. of A&H Underwriters at 
the Netherland Hilton hotel, Cincinnati, 
May 8 and 9, has been announced by 
Herman C. Harrison, Harrison & Law- 
rence agency, Cincinnati, vice-presi- 
dent and convention chairman. 

The business session will be held the 
afternoon of the first day. Speakers 
and their subjects at the sales session 
will be: Harold P. Winter, executive 
vice-president Union Central Life, 
“How Selling A&S Looks to a Home 
Office Man;” Richard J. Eales, assist- 
ant director LIAA, “Strengthening the 
Voluntary Health Insurance Partner- 
ship;” Richard W. Angert, sales vice- 
president Inter-Ocean, “Advances in 
Hospitalization Insurance as Compared 
to Blue Cross;” John S. Bickley, pro- 
fessor of insurance Ohio State univer- 
sity, “Distribution Trends of A&S;” 
Bruce Gifford, managing director In- 
ternational Assn. of A&H _ Under- 
writers, “A Look Around the Town.” 
Cornelius J. Scheid, New York Life, 
will be the banquet speaker the even- 
ing of the first day, and John J. Plumb, 
vice-president and director of agencies, 
Paul Revere Life, will speak at the 
closing luncheon the second day. 





CURRENT LIFE—A & S OPPORTUNITIES 
$8,000 - $15,000 


354 Life Training Director Mid-West 
$15,000. 
352 Mortgage Dept. Mar. Mid-West 
$15,000. 

377. A&S Sales Supervisor East 
. $10,000. 

367 Life Administrative East 
Assistant-President $10,000. 

371 J.ife-Sls. Promotional East 
Writer $ 8,000. 


Write for HOW WE OPERATE. No obli- 
gation to register. All inquiries handled 
confidentially. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Il. 
HArrison 7-9040 





— 
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Vital ingredient 
Needed To Advance 
A&S, Peirce Says 


A basic belief within each company 
of the worth of health insurance was 
termed by Frederic 
M. Peirce, man- 
aging director of 
LIAMA, the “vital 
ingredient” if the 
A&S business is to 
move forward. 

Speaking at 
LIAMA’s annual. 
A&S meeting in 
Chicago, Mr. 
Peirce recounted 
the progress that 
had been made in 
extending health insurance coverage to 
the vast majority of people, but 
warned that the battle is not yet com- 
pletely won. 

“There are still, unfortunately, a few 
companies whose philosophy is more to 
get than to give ...whose field organi- 
zations are not trained to assure com- 
plete understanding by the buyer of 
the limits of the coverage he has 
pought....who still underwrite more 
at time of claim than at time of sale... 
who are more interested in profit than 
in public good will and service. This 
situation must change...for even one 
such company which does not live up 
to proper standards of ethical conduct 
can cast a curtain of irresponsibility 
over the entire business,” he declared. 


Faith Becomes Destroyed 


“As a consumer, I buy against the 
contingency of need, and I believe I 
buy your promise to deliver money 
when that need arises. When I have 
misunderstood your promise, or when 
the circumstances of my need are a 
little bit different from what your 
policy says they must be..and the 
money is not forthcoming...faith is 
quickly destroyed. 

“It makes little difference whether 
the company is right and I am wrong. 
I am not apt to be very logical in my 
thinking while in a sick bed. I bought 
a promise, which to my mind, was not 
kept. Faith, the basis of all human re- 
lations, has been damaged. The next 
time it will be a little harder to get 
me to believe in any company’s pro- 
mise.” 

Life companies have sometimes hesi- 
tated to add A&S to their sales port- 
folio because of the fear it might affect 
their life holdings, he said. However, 
if there is clear understanding on the 
part of the life policyowner of exactly 
what his disability coverage will and 
will not cover, there can be no pro- 
blem. 





Frederic M. Peirce 


Agents Need Help 


Pointing out that it is commonly 
believed that most of the problems in 
A&S are traceable to the agent, Mr. 
Peirce cautioned companies “not to 
pass the buck to the agent.” He said: 
‘Let’s not lay all the blame for all our 
public relations failures at the agent’s 
door. Let’s help him. Let’s have con- 
fidence in our agent and his integrity. 
Let’s train him to do the full job. Let’s 
tell him what’s going on in our busi- 
ness and let’s make him a full-fledged 
member of our public relations team.” 

He said, “We have to count heavily 
on our agents if our companies and the 
business as a whole is going to con- 
tinue to grow in public esteem and 
confidence.” Commenting on each com- 
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pany’s responsibility to experiment, he 
said: “I am impressed by the fact that 
so many manufacturing companies de- 
vote some portion of their income to 
research ...in order to develop better 
products for the future. 

“Are we the only business not will- 
ing, on an individual company basis, 
to invest some dollars in testing new 
ideas. ..in finding out whether or not 
new coverages can be offered profit- 
ably? 

“Unless we venture,” he said, “we 
will never move ahead in service to 
the public. Unless we experiment, we 
will never make progress. Unless we 
try new coverages which seem neces- 
sary and logical, we will never have 
them.” 

Mr. Peirce suggested that ‘“‘each com- 
pany, within the limit of its abilities, 
has a responsibility to try new cover- 
ages.” Small companies, he declared, 
can afford to experiment and he noted 
that in life insurance “it has been the 
small company, more than the large, 
that has led the field in experimenta- 
tion. 

“It was the small company which 


first introduced the family income 
rider, the pre-authorized check plan, 
‘jumping juvenile,’ and even the much 
debated family policy.” 

Mr. Peirce stressed the need for both 
home office and field management to 
demonstrate from day to day “a sin- 
cere belief that the health insurance 
they offer is an essential to economic 
life. ...a belief in the necessity of pro- 
tection against both disability and 
death. 

“Are there agency officers who still 
consider A&S coverages ‘an orphan 
cousin’ in their sales portfolio? Are 
there agency officers who have agreed 
to its addition merely as a competitive 
necessity. ..and not because they really 
believe in it? If so, it is understand- 
able that their field managers have not 
bought it...and it is understandable 
that the agents associated with those 
managers are not selling it.” 


Knowlton Gets 4th Term 


Insurance Commissioner Donald 
Knowlton of New Hampshire has been 
reappointed for a fourth term. He has 
been in office since 1943. 
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Record March Sales 
Bring Highest First 
Quarter On Record 


HARTFORD—March sales of life 
insurance, amounting to $5,688,000,000, 
brought the aggregate for the first 
three months to $15,950,000,000, up 6% 
according to LIAMA. March sales 
were 1% ahead of March, 1957. 

It was the largest March and the 
largest first quarter ever recorded. 

March ordinary sales were $3,901,- 
000,000, up 2%. 

Industrial sales were $509 million, 
off 10%. 

Group was $1,278,000,000, up 15%. 
This was all in new groups set up 
and does not include additions under 
group contracts already in force. 

For the first quarter, sales of ordi- 
mary were $10,867,000,000, up4%. 
Industrial represented $1,396,000,000, 
off 10%, while group sales were $3,- 
687,000,000, up 22%. 








You'll enjoy “‘The Twentieth Century” Sundays, CBS-TV 





Prudential’s powerful, full page, full color advertising 
campaign in Sunday Supplements sends 38 million advertising 
impressions into American homes each month. 

Actually, Prudential advertising goes a lot further than that, 
because our Sunday evening CBS-TV show 

“The Twentieth Century” is seen by almost 10 million 
families each week. All these “assistants” help 

Prudential Agents in their constant efforts 

to bring more protection to more families. 





Our agents have 38 million “assistants” 





The Prudential 


INSURANCE COMPANY OF AMERICA 


LIFE INSURANCE © ANNUITIES @¢ SICKNESS & ACCIDENT PROTECTION © GROUP INSURANCE © GROUP PENSIONS 
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Overemphasis On Term Seen Backtiring 
In Disillusionment Among Policyholders 


By HOWARD J. BURRIDGE 


Each year, a higher percentage of 
ordinary written is term insurance. 
Last year was no exception. One com- 
pany executive has said that 44% of 
the ordinary life written in 1957 was 
term insurance or contained term rid- 


ers that potentially multiplied the 


basic amount of the coverage two or 
three times. 

The increasing percentage of term 
insurance has been steady and, to 
some, alarming. At the present rate it 
will be only a very few years until 
half of the ordinary life written may 
be on the term basis. This is in such 
striking contrast to the situation that 


prevailcd 20 years or so ago that many 
are inclined to ‘wonder whether. the 
change which has come is healthy, 
beneficial, and in the best interest of 
both life companies and policyholders. 

Those who have spent a_ business 
lifetime in life insurance can remem- 
ber very easily when term insurance 
was a negligible factor. Thirty to 40 
years ago the average agent was sell- 
ing ordinary life, 20-payment life or 
20-year endowment. There was not a 
great deal of variation from this pat- 

(CONTINUED ON PAGE 31) 





Midland Mutual’s Field Service specialists: David J. Trasin, Agency Secretary; Charles H. Elliott, 
Director of Sales Promotion and Advertising; E. R. Dare, Director of Education and Agency Finance. 


Firepower for Midland Manpower... 
Supplied by Home Office Specialists 


Rare indeed is the personal insurance agent who can 
move ahead in this business without know-how and 
creativity. These things he must learn, and how well 
he learns them is vital to his future progress. 

At the Midland Mutual, we place a high premium 
on training, education and sales promotion. The 
Field Service Division of our Agency Department 


force and a great 
personnel. 


has developed:a complete, effective program for 


equipping our field people with the skills and tools 
so important to successful performance. 


Among the highlights of this program: 


¢ Acomprehensive basic training course for new agents 


¢ Home Office Seminars 


* Field-proven sales tracks, implemented by potent 


visual aids 


° Inquiry-pullin 


« direct mail prospecting service. 


All this adds up to plenty of firepower for our sales 


Learn more about the home office support you 
can receive as a Midlander—write Charles E. Sherer, 
CLU, Vice President and Director of Agencies. 





THE 
°"" MIDLAND MOTOAL 
LIFE INSURANCE COMPANY 
256 East Broad Street, Columbus 16, Ohio 
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Farmer A Good Aés 
Buyer If You Can 
Talk His Language 


Those at LIAMA’s annual Ags 
conference in Chicago heard William 
D. Cale describe the unique oppor. 
tunities and problems entailed in sel]- 
ing A&S insurance in a rural areg 

In discussing the farmer as a Pros. 
pect for A&S insurance Mr. Cale, who 
is manager for Woodmen Accident & 
Life at Indianapolis, said, “Apart from 
the fact that the farmer is the abundant 
prospect in this particular territory 
I would like to qualify him as being 
one of the most in need of income pro. 
tection. 

“To make him further attractive as 
a candidate for our merchandise, we 
find him usually ineligible for asgogj. 
ation group and being self-employed, 
he does not stand under the kindly 
umbrella of his state labor board when 
he is injured on the job. His daily 
tasks make him highly susceptible to 
occupational hazards which constantly 
mount as he becomes more mech- 
anized, and finally, since his work js 
seasonal in nature, it will not tolerate 
postponement while he recovers from 
a disability.” 

For the rural agent with initiative, 
prospecting is no problem, the speaker 
said. “We can think of no better place 
to begin the search than to go to Mr. 
Farmer’s market place, the local ele- 
vator where he sells his grain, the 
implement dealer from whom he buys 
his machinery parts, and even the 
general store where his family pur- 
chases everything from apron brocade 
to Miracle Whip.” 


“Gold Mine” Of Sources 


These sources are a “gold mine” of 
qualifying information because, as the 
agency manager put it, “the smaller 
the community, the more everybody 
knows about the other fellow’s busi- 
ness.” 

Although there is now more sim- 
ilarity between the buying habits and 
way of life of city people and farmers 
than there was in the past, there are 
still important differences of which 
the rural agent must be aware. In 
elaborating on this point, Mr. Cale said, 
“The men in my agency believe they 
are ill-equipped for an effective in- 
terview with a farmer unless they 
know something of the nomenclature 
of farming. It has been my observa- 
tion that from time immemorial, our 
friend in the overalls has enjoyed 
teasing his city cousin once he senses 
an agent’s lack of knowledge about 
farming operations.” 

While it isn’t necessary to be able 
to understand all the intricacies of the 
soil bank plan, yet it is helpful to be 
able to point out that the husking 
rollers on a cornpicker have mangled 
many an arm. 

Timing the interview is an impor- 
tant factor for the rural agent, Mr. 
Cale said. He is able to see his pros- 
pect in the daylight hours more often 
than his city counterpart. The farmer 
is his own boss and is for the most 
part a friendly individual and in a p0- 
sition to allocate some time to a dis- 
cussion of anything which might com- 
mand his attention. 

He warned, however, that there are 
certain times when it is highly inad- 
visable to approach the farmer. When 
he is rushing to get in a crop or Is 
doing his morning and evening chores 
he doesn’t have the time to listen to 4 
sales talk. 

“Many a sale has been lost just at 
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milking oF feeding time,” said Mr. 
Cale. : ; 

Noting that it is unwise for an agent 
to follow his prospect into town or 
to the next farm if the farmer is not 
at home at the time of the call, Mr. 
Cale commented, “Your best battle- 
nd is the farmer’s premises, even 
h it be in the drafty runway of 


” 


grou: 
pa oll on a cold day.” 
Claims stories provide one of the 
most effective ways of closing a sale 
to a farmer, according to Mr. Cale. 
“Rugged individualist that he is, his 
actions are influenced by his neigh- 
por’s experience. With this in mind, 
our company for many, many years 
has published a monthly list of claims 
paid, complete not only with names 
and addresses but occupations, type 
of disability and amount paid cat- 
alogued by states.”” In many cases the 
farmer will find the names of neigh- 
bors or people he knows in this list. 


sell On First Interview . 


Most of the business is sold to 
farmers on the first interview because 
the nature of his work tends to make 
him conscious of the fact that he is 
always vulnerable to injury. 

“We remind him that he may need us 
before he completes the next lap 
around the field he is planting or 
harvesting, when he pleads for time to 
think it over,” said Mr. Cale. 

One of the best times to canvass a 
farm neighborhood is immediately fol- 
lowing a severe injury to one of the 
farmers in the vicinity. In citing an 
actual case Wherein a farmer’s hands 
had been badly injured, Mr. Cale said, 
“Although a canvass of this man’s 
neighborhood the previous week had 
resulted in little business, a second 
developed nine applications.” 

The business sold to farmers is high 
quality business and the loss ratios for 
his company have been relatively low 
over the past several years according 
to Mr. Cale. In explaining this he said, 
“We feel that amongst farmers we 
have a class of insureds who, by their 
very nature, are a rugged lot and do 
not give up easily to a disability. Al- 
though their occupation is quite haz- 
ardous, this is offset by the fact that 
they are sole proprietors. Because 
competent substitute help is difficult 
to procure, they persist many times in 
carrying on many of their duties so 
that clams are disposed of as partial 
disabilities.” 


College Equities Fund 
Assets At $50 Million 


NEW YORK—College Retirement 
Equities Fund, the first variable an- 
nuity fund, increased its assets of $10 
million during 1957 bringing the total 
assets, figured on the basis of market 
values of its common stock portfolio, 
to $49,449,000. There was an increase 
of 8,000 participants during the year, 
bringing the total to 38,515 at Dec. 31. 
CREF is the variable-annuity affiliate 
of Teachers Insurance & Annuity. 
Teachers showed total assets of $535,- 
452,000 at the year-end, as against 
$493,986,000. There was an increase 
from 746 to 805 in the number of 
educational and research institutions 
using the organization’s retirement 
plans, Retirement and insurance bene- 
fits payment in 1957 amounted to 
$20,313,000, including $3,020,000 allo- 
cated from 1957 earnings for payments 
in 1958 as policyholder dividends. 


Harold J. Cummings, president of 
Minnesota Mutual Life which recently 
_— a group policy covering all 

Isconsin state employes, was guest 
speaker at the April meeting of Madi- 
on Assn. of Life Underwriters. 
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LIFE INSURANCE EDITION 


Wisconsin Agents, GAs 


Schedule Annuals For May 


MADISON—Wisconsin Assn. of Life 
Underwriters will hold its annual 
meeting at Loraine hotel, Madison, 
May 15. Meetings will be held by 
legislative, group insurance and field 
practices committees under chairman- 
ships of William J. Nelson, Massachu- 
setts Mutual, Milwaukee; Romie Vet- 
ter, Continental Assurance, Madison; 
and William Pryor, Connecticut Mu- 


be May 16 at University of Wisconsin 
memorial union. Speakers will be 
William Hunt, Phoenix Mutual; H. P. 
Gravengaard, the7National Underwrit- 


er Co.; and Russell H. Moore’ and 
Francis L. Merritt, Mutual Benefit 
Life. 


Wisconsin Life Managers & General 
Agents Assn. will hold its annual 
meeting, followed by a dinner, May 
15, with President John J. Frey, Pru- 
dential, in charge. 
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Chicago HO Underwriters 
Hold Family Plan Panel 


A panel discussion on the family 
policy was held by Chicago Home 
Office Life Underwriters Assn. at the 
April meeting. Panelists were Alvin 
DeWitt, State Farm Life, Miss Violet 
Drake, North American Accident, Clif- 
ford H. Davison, Mutual Trust Life, 
and Oscar J. Falk Jr., Prudential, who 
was moderator. 

Points studied 


included limits, is- 


amount of 





tual, Milwaukee. An evening forum Equitable of Iowa’s president’s cam- suance of substandard, 
will be conducted by Edward C. paign in March produced $18,228,268 business written under the family plan, 
Schroder, New England Life, Appleton. new paid business, greatest single and its effect upon other business 
The annual-state sales congress will menth’s production in history. written. 
How Pacific Mutual 
does more for its 
Agency Managers caicetbi 
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Automatic sound-slide training fiims « 
Dynamic sales films in full color « 

A lightweight portable projector « 
(used in prospect’s home or office) 








TRAINING TOOLS 


Highlights of Pacific Mutual’s “Training 
for Success” Program are the Audio- 


Visual Training and Sales Tools featuring : 


...@ Company that looks to the future! 











“Training for Success” 


CAREER DEVELOPMENT 
PROGRAM 


Many months of research and field testing went 
into the “Training for Success” Career Develop- 








ment Program. The objectives were: 


1. A basic, easy-to-sell package —“Planned 
Income Property’—designed to assure sub- 
stantial early production for the new Agent. 

2. A continuous training program that makes 
a natural transition into programming and 
advanced underwriting. 

A companion program is the “Selection for 
Success” Agency building program. 


Life Insurance Company 


HOME oFFice: Los Angeles, California 
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Comment 


Knowledge Of Multi-Line Can Be Usetul 


A lot of useful and _ educational 
information on whether or not life 
insurance agents should write general 
lines and general insurance men 
should write life insurance was 
brought out at the agents’ forum con- 
ducted at the midyear meeting of 
National Assn. of Life Underwriters by 
Harry Gutmann, Mutual of New York, 
New York City, chairman of the 
agents’ committee of NALU. However, 
it appeared that the audience was 
somewhat less interested in the ques- 
tion than it might have been, appar- 
ently, because relatively few of those 
present actually write anything but 
life insurance. But isn’t this perhaps 
too narrow a view? Even for life 
agents who never write a_nickel’s 
worth of fire or casualty business it 
is important to understand the views 
of those who do, whether they are 
other. life insurance men or general 
insurance agents and brokers. 


What the forum discussion seemed 
to bring out was that specialists will 
always be needed to handle the more 
complicated types of insurance, wheth- 
er they are for business or individuals, 
but that up to a rather modest level of 
complexity it is quite feasible for the 
one agent to handle a client’s entire 
insurance setup—life, fire or casualty. 
Just where this level would be reached 
would depend a great deal on the 
client’s circumstances but the panel 
seemed fairly well agreed that up to 
an income level of about $8,000 to 
$10,000 a year an agent could operate 
across the board without spreading 
himself too thin and without detriment 


to his client’s need for specialized serv- 
ices. 

The practical aspect is that when 
the agent is operating among a group 
of individuals with incomes substan- 
tially below the $8,000 a year figure 
the amount available for either life 
insurance or general insurance prem- 
iums makes the solicitation of either 
category without the other rather slim 
pickings. The agent who has too much 
of his business in this income level is 
encouraged to “upgrade” his prospect- 
ing. If he is successful in this upgrad- 
ing it means that the people who need 
life insurance the most are by-passed 
because it is not economically sound 
for the agent to go after them. 

The same consideration applies to 
the agents specializing in small general 
insurance accounts. Below a certain 
level he is fighting the law of dimin- 
ishing returns. Nevertheless, as Vice- 
president Thomas Morrill of State 
Farm Auto brought out in his talk 
at the recent managerial meeting of 
New York State Assn. of Life Under- 
writers, the agent who combines his 
solicitation for life and general lines 
can make money operating even in 
the modest income field. 

This appears to be where the big 
change in multiple-lines selling is 
taking place. But even if life insurance 
men have no intention of taking up 
fire and casualty lines, it is important 
to them to understand what is going 
on because these developments have 
a bearing on the total marketing pic- 


ture, which of course includes the 
important element of competition. 
—R.B.M. 





Make The Yen For Tangibles Boost Sales 


A Washington information service 
has made the statement that 14% of 
the take-home pay of the average 
American family is used to make 
installment payments on automobiles, 
appliances, etc. Another 5% goes for 
mortgage payments on homes previ- 
ously purchased. In other words, near- 
ly a dollar out of every five of net 
income after taxes is being used for 
debt payment, which is now higher 
than at any other time since install- 
ment buying became the accepted way 
of life in the United States. 

Such installment loan companies as 
Household Finance, Beneficial, C. I. T. 
Financial, Commercial Credit, Pacific 
Finance, American Investment and 
Family Finance are doing an impres- 
sively large business through thousands 
of offices from coast to coast. Many 
life companies might well be jealous 
of the gross receipts of a number of 
them. 

In fact, these figures are not com- 
plimentary either to life companies or 
agents. They make it abundantly clear 
that those who sell household appli- 
ances are doing a better sales job than 
life companies and agents. They are 
able to sell such things as television 
sets, washing machines, dryers, dish- 
washers, clectric stoves, garbage dis- 


posal machines, air-conditioners with- 
out a great deal of sales resistance, 
while life insurance men are able to 
collect from the same people only what 
may be left over after the payments 
on the appliances and the mortgage. 
So far as regular payments are con- 
cerned, life insurance appears not to 
come first with the average family, 
but last. 

No one should quarrel with the man 
who is using 5% of his take-home pay 
to make home purchase payments. It 
is conceded that the man who is 
buying his own home is forming the 
thrift habit, is making a good invest- 
ment for himself, and is providing his 
family with desirable and permanent 
living quarters. The point is that every 
such home purchaser is a prospect for 
life insurance. He should not buy a 
home without covering with life in- 
surance the amount of the unpaid 
mortgage. The most effective argu- 
ment is some variation of the “leave 
your wife a home instead of a mort- 
gage” or “where there is mortgage 
insurance, it is the mortgage that 
walks out—not the family.” 

The man with a mortgage on his 
home has a hazardous liability that can 
be removed only by buying life in- 
surance in the amount of the mortgage. 


This being the case, those who buy 
homes on the installment plan are not 
turning to home purchasing as a form 
of investment competitive with life in- 
surance. Instead, when they purchase 
a home they are becoming the best 
kind of life insurance prospects. 

But quite obviously there is much 
to be done with the average American 
householder who is putting 14% of his 
income after taxes into appliances of 
one kind or another. It is clear that 
all such people have not been made 
to understand the value, importance 
and necessity of buying life insurance. 
Most people do what they want to do, 
what they are inclined to do, and then 
rationalize about it. The automobile 
salesman can say, “Wouldn’t you like 
to own this beautiful car?” or the 
appliance salesman can say, “Think of 
the entertainment and pleasure this 
TV set will give you every day and 
night of the year,” and they will both 
get an affirmative answer. But the 
life insurance agent who tries to sell 
the same man an adequate program of 
protection will find his prospect to be 


uninterested, evasive and full of 
excuses and so-called reasons for not 
buying. 


President John L. Cameron of 
Guardian Life has suggested an ap- 
proach that might be used more widely 
as a means of capitalizing on the 
public’s fascination with cars, appli- 
ances, and other costly tangibles by 
agents who are frustrated by the 
natural preference to put present 
pleasures above future security and 
protection. 

In his talk at the recent meeting of 
the Eastern Round Table of Life In- 
surance Advertisers Assn., Mr. Cam- 
eron said: “The reason we sell life 
insurance nowadays is so that a man’s 
family can continue to enjoy some of 
the same kind of things he gave them 
when he was alive. Provision of food 
and clothing is not a high enough 
objective for modern life insurance. 
We are selling ‘more out of life’ for 
American families. The motivating 
force in the purchase of life insurance 
is, I think, the desire to assure contin- 
uance of a way of life.” 

This suggests that more selling 
stress could be placed on life insurance 
as the only way of assuring contin- 
uance of the prospect’s present way of 
life for his family if he dies and for 
himself and his wife if he lives to 
retirement. It should be brought home 
to the prospect how much it means 
to be able to have these items of 
“gracious living.” Also he should be 
shown how much it is costing him to 
have them. He may very well have 
forgotten how large these installment 
payments run—and how much insur- 
ance it will take to keep them up, and 
others like them, after he, for whatever 
reason, is no longer able to do so 
personally. 

Silly as it may sound, many a man 
would be more aghast at the idea of 
his widow having to drive an old car 
than at his son’s having to miss a 
college education because of inade- 
quate life insurance. Instead of being 
impatient with prospects who are 
suckers for every new model automo- 
bile, TV, air-conditioner or barbecue 
pit that comes along, more life insur- 
ance sales would doubtless result by 
making use of the prospect’s child-like 
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love of glitter. Show him that these 
beloved possessions, these symbols of 
status can survive him only for the 
short time it takes them to become 
junk unless he has the protection that 
will enable his family to continue 
peing first with the latest as the new 
models come out.—Howard J. Burridge 





Personals 


Edmund D. Grant, general agent at 
Columbia for Kansas City Life, has 
announced his candidacy for the South 
Carolina house of representatives, as 
representative of Richland county. 














Deaths 


G. VICTOR SAMMET SR., 77, of 
Newton Center, Mass., a director of 
Massachusetts Mutual Life, died fol- 
lowing a brief illness. He retired in 
1956 as president of Northern Indus- 
trial Chemical Co. of South Boston, 
of which he was a co-founder. 


JOHN J. KRANIAK, 66, who retired 
in 1956 as Milwaukee district manager 
of Prudential, died in a sanatarium 
after an illness of 12 months. He had 
been with the company for 40 years. 


MAURICE DONNELLY, secretary- 
treasurer Indiana Travelers, died. He 
was a retired attorney who had spe- 
cialized during his active years in the 
1956, died of a heart ailment. 


JOHN T. MURPHY, 67, district 
manager at St. Louis for Metropolitan 
Life for 33 years before he retired in 
1956, died of a heart ailment. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSaHe St., Chicago, April 22, 1958 





























Bid Asked 
Aetna Life 179 183 
Beneficial Standard 13% 14% 
Business Men’s Assuranc 63 66 
Cal.-Western States 83 86 
Columbian National 70 72 
Commonwealth Life 19% 20% 
Connecticut General ... 239 243 
Continental Assurance 124 126 
Franklin Life .......... 67 69 
Great Southern Life 72 15 
Gulf Life 21% 22% 
Jefferson Standard ........cccsscsesesees 71 73 
Kansas City Life ......ccssssssssscsssecee 1250 1275 
Liberty National Life we 27M 28% 
Life & Casualty 0.0... we =: 18% 19% 
Life of Virginia ............ 904% 93 
Lincoln National Life . 190 194 
National L. & A. woes 79 81 
North American, Il. . 17% 18% 
N. W. National Life ... we «=—'78 82 
Ohio State Life ..........0. i we $210 Bid 
Old Line Life ............ 42 45 
Republic Natl. Life . wwe 40% 43 
Southland Life ........... a 82 
Southwestern Life vcccccccscsessee 98 102 
Travelers 76 W7 
NM MED a, cc ehysusthecndcataccs 23% 24% 
U. S. Life 32% 33% 
West Coast Life vicccccssssssssecssseese 331% 3512 





Boston Mut. Figures Understated 
Boston Mutual’s figures shown in the 
tabulation on page 2 of the April 19 
issue omitted the weekly premium 
business. Such sales in 1957 amounted 
to $23,189,971, bringing total sales to 
$72,358,157. Insurance in force should 
ag been shown as $373,126,123 and 

increase in insurance in fore 
$38,828,606. ies 


Dr. Huebner To Set Out 


On Pacific Journey 


Dr. S. S. Huebner, pioneer insurance 
educator who recently observed his 
76th birthday, will set out May 12 for 
an 11-week, 30,000 mile journey around 
the Pacific in the interest of insurance 
education. Dr. Huebner, who is presi- 
dent emeritus of the American College, 
has traveled by almost every known 
mode of transportation. The itinerary 
for his next trip, on which he will be 
accompanied by his wife, includes 
22 days in Australia, which he has 
never before visited, six days in New 
Zealand, and three days in the Fiji 
Islands. 

Plans for the trip had their start 
when the Japanese insurance execu- 
tives attending the international in- 
surance conference in Philadelphia 
last May, asked him to lecture in a 
number of Japanese universities. He 
and Mrs. Huebner will spend 35 days 
in Japan, where his activities will be 
arranged by a committee of representa- 
tives of the Assn. of Life Insurance 
Companies, the Assn. of Fire & Marine 
Insurance Companies, the Japanese 
Society of Insurance Science, the Insti- 
tute of Actuaries in Japan and the 
alumni of the University of Pennsyl- 
vania in Japan. The latter organization 
will give a reception-dinner for him. 
The secretary of the Japanese recep- 
tion committee will be Dr. Shozo 
Noguchi, executive director of the 
Assn. of Life Insurance Companies. 

Dr. Huebner will leave Seattle May 
12 and fly to Tokyo. After Japan the 
next stop will be Manila, then Austra- 
lia and New Zealand, where he will 
lecture in Wellington and Auckland 
on the economics of insurance and the 
importance of having insurance in the 
curriculum of the nation’s education- 
al system. The next stop will be the 
Fiji Islands, then Hawaii after a stop 
at Canton Island, just south of the 
equator. 





On his recent 76th birthday, Dr. S. S. 
Huebner, dean of insurance education, 
was presented a cake adorned not only 
with candles but a miniature rocking 
chair—an allusion to his use of a rocker 
as a desk chair. 





New Handbook Of 
Nebraska Published 


A new Underwriters Handbook 
of Nebraska has just been published 
by the National Underwriter Co. 
It provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Ne- 
braska Handbook may be obtained 
from the National Underwriter Co. 
at 420 East Fourth street, Cincinnati 
2, Ohio. Price $12.50 each. 
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7 AUTOMATICALLY 


Pictures change automatically, always on cue, when you use the 
DuKane Micromatic sound slidefilm projector for selling or for 


training. No beeps, clicks, or bongs . . . film advance is triggered by a 
silent 30/50 cycleimpulse cut right into the record. No film rewinding — 


DuKane’s “‘Redi-Wind”’ does it for you, automatically! Built-in 


also from DuKane 


dynamic salesmanship 


in an attaché case 


“shadow-box” screen, plus plenty of power for big-screen projection. 


Unique DuKane Flip-Top puts dramatic hard-sell power in a 
13-lb. package! Ideal for desk-side presentations. No set-up 
fuss, no room darkening. Startling clarity in color or 
black-and-white filmstrip, plus top voice fidelity. 


For a demonstration at your own desk, write or wire 


DuKan EE corporation, Dept. NU-48a, St. Charles, lil. 
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Coupon 
today 









Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


information, at no obligation to me. 


Name. 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


 Sewice for life Msurance Kop veserdatives 


I am interested in your service. Please send further 


Agent 
Gen. Agt. 





Address. 





City. 
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High Court Justices Probe Deeply In FTC Case 


(CONTINUED FROM PAGE 2) 


jurisdiction in the insurance field has 
been ‘ousted’ by the McCarran act. 
He reviewed briefly FTC activity with 
relation to A&S, issuance of 41 com- 
plaints charging false advertising. 
Describing it as a matter of “national 
importance,” he quoted former FTC 
Chairman Howry as_ saying public 
interest in the matter was shown by 


receipt of hundreds of letters and 
complaints on the subject by the 
commission. 

That the interest of the justices was 
great was indicated by their numerous 
questions asked of counsel, many of 
which brought out essential facts. For 
example, Justice Whittaker, newest 
member of the bench, developed the 


fact that many states have enacted 
what Mr. Spritzer called “little FTC 
laws.” Justice Douglas brought out that 
radio and TV advertising was not 
involved in the pending cases. 

When Mr. Spritzer dwelt on the 
proposition that many states have not 
“acted” so as to preclude FTC juris- 
diction, Justice Whittaker suggested 
the meaning was that they had not 
“proceeded” against misleading adver- 
tising of companies. There was no 
question, upon the facts in the case, 


















More Than Lip 


Service 


THIS “STAR OF THE NORTIL” insignia 
marks a company with a friendly family 
attitude of mutual helpfulness . . . a com- 
pany which gives more than lip service to a 
formula that works! 

THIS FORMULA for successful life in- 
surance selling is based upon (1) The right 
combination of organized sales methods, 
(2) ‘Tested and proven presentations aimed 
at selling life insurance to fit specific needs, 
(3) Dramatic, convincing visual sales aids 
that really work, (4) And, above all, shirt 
sleeve down-to-earth help from Home Office 


Wok, 
) THE NORTH 
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men who spend their time on the 
with the Field, beforesordin: y.. 
demonstrating how the 
results. 


IN ADDITION, our 





Under. 


Advanced 


writing Division recently has applied these , 


same principles to the unlimited frontiers of 
Programming; Pension and Profit-Sharing 
Plans; Estate Planning; Wills and Trusts; 
Taxes; and, in a unique way, Business 
Insurance. 

TOP THIS OFF with a better paying in- 
centive contract, incorporating an unusual 
combination of persistency fees, and you 
have the reasons why the “Star of the 
North” is the guiding light to many a 
successful agent who has found himself 
with... 


The A gent-Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 
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the government lawyer said, that any 
state could proceed but they have nog 
so acted. The states were given ey 
billing” under the McCarran act, he 
said. But there is a difference between 
mere enactment of laws and actyg 
regulation of insurance. 

Justice Frankfurter suggested there 
is to be no “double regulation” of the 
industry. Mr. Spritzer conceded that 
if a state proceeds against a company 
after FTC issues a complaint or order 
the latter would not apply in tha 
particular state. 


Chief Justice Suggests 


Chief Justice Warren suggested that 
if a state official determines certajn 
representations should be proceedeg 
against, the state would not be inter. 
fered with by FTC, and if the com. 
mission had an outstanding order jt 
would not be effective in case the state 
acts. Justice Frankfurter’s question 
brought out that the FTC act made 
no exception of insurance, though it 
did of banking, railroads and other 
interests. 

Mr. Spritzer concentrated much of 
his fire upon the meaning of four 
words in the McCarran act—“regulated 
by state law.”’ Justice Brennan inquir- 
ed whether the mere enactment of 
state laws constitutes regulation. Mr. 
Spritzer said it did not and that if 
Congress had been disposed to take 
that position it would have been very 
easy to make FTC jurisdiction depen- 
dent upon state enactment of law. 

“We say regulation and legislation 
are not synonomous,” Spritzer con- 
tended. 

At the same time he did not suggest 
looking at the matter from a “purely 
dictionary” point of view. He reviewed 
the history of the McCarran act, which 
he said was not intended to leave any 
“no-man’s land” where there would be 
no regulation. On the other hand, the 
law imposed neither “conflicting nor 
doubt regulation.” 

If a state should decide certain 
practices were proper and issued an 
order to that effect, then, the govern- 
ment conceded, that would be regula- 
tion. 


Public Ruling Necessary 


“There must be some public an- 
nouncement or ruling” by the state, 
Justice Frankfurter commented. 

Justice Brennan wanted to know if 
the Sherman anti-trust act enters into 
the picture. Mr. Spritzer said many 
states permit insurance companies to 
combine and agree upon rates. Not so 
many states have what might be called 
miniature Clayton anti-trust laws as 
have “baby FTC laws.” Counsel quoted 
all three Senate conferees on public 
law 15, and also a_ statement by 
President Roosevelt upon signing that 
law, to support his argument. 


Noted Salesman Featured 
At Detroit Sales Congress 


Elmer Wheeler, noted salesman and 
author, was the featured speaker at 
the Detroit sales congress presented 
by Detroit Life Underwriters Assn. 
this week. 

Also speaking ai the one-day con- 
gress were Joseph F. LoBosco, Manu- 
facturers Life, Montreal, whose topic 
was “To Be Or Not To Be;” Harry A. 
Stuhldreher, one of Notre Dame's 
famed “Four Horsemen” and now with 
U. S. Steel, “Learn and Live;” and 
Fred G. Holderman Jr., Equitable, 
Peoria, Ill., whose address was entitled 
“No Secrets.” 


Edison L. Bowers, chairman of the 
department of economics of Ohio State 
University, has been elected a director 
of Western & Southern Life. 





April 2¢ 





Cash 
Unit 
Muni 
Tax s 
$50 
Publ: 
Oper: 
Indu 
Stock 
$6,045 
First 
Conve 
GL. $ 
Supre 
Real | 
Certif 
Money 
of 1 
cert 
Certi! 
Intere 
Prem 
Misce 


These 
Nati 








LIFE INSURANCE EDITION 19 


Royal 
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of four Royal Neighbors of America experienced a successful period 
regulated } of operation as a fraternal life insurance society in the year of 
a 1957. This 63rd annual financial statement reflects the high 


‘on ae standing, stability and strong condition of the Society as of 
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UNASSIGNED FUNDS amounted to $20,331,543.73, an in- 
crease of $1,248,595.81. 


MEMBERSHIP totaled 553,781, being composed of 398,599 
adult beneficial, 122,441 juvenile beneficial and 32,741 social 





10n. Mr, 

| that it December 31, 1957. a members. 

to take Significant statistics for last year follow : BENEFITS PAID IN 1957 as follows, showed an increase of 

+“ very INSURANCE IN FORCE increased $5,520,505, to a total of $599 904.41: 

ene $438,500,353, composed of $322,798,883 in adult insurance and Death i Lilet d aso gw oS WN erm Riad wad $5,125,767.90 

gislation | $115,701,470 in juvenile insurance. , End ss ates aed ak eae eae 10 ’ 

som | NEW INSURANCE SOLD totaled $28,272,000, an Inrease o <a aoe 
$1,222,000 compared to i ut 

Suggest ASSETS advanced toa total of $164,977,785.11, an inerease of Dividends TTC TTC Ce CTT TEC eee eee 1,917,937.38 

oviewe | $4,082,455.04. NG 5 4sipix dobre ess aah Mea $7,982,506.60 
THE } Of the above total, living members received $2,856,738.70, 


t, which | THE NET RATE OF INTEREST earned was 3.72 per cent, 
ave any | compared to 3.64 per cent in 1956. Investments made in 1957 
ould be | amounted to $18,307,374.13. 


the balance being paid to beneficiaries. There was an increase 
of $28,025.47 in dividends paid. 








and, the 
pi Royal Neighbors of Ameri 3l, 1 
al Condensed Balance Sheet of Royal Neighbors of America as of December 31, 1997 
ued an 
sovern- ASSETS Ratio of Assets LIABILITIES 
regula- To Total 
ee RAI re a loinc wield Aele Sttia ela hehe $ 542,486.66 0.3% Certificate Reserves—computed at 214% on the basis of the 
United States Government Bonds ......... 14,227,294.20 8.6% Commissioners’ 1941 Standard Ordinary mortality table. .$137,312,929.96 
Municipal Bonds ............--eeeeeeeees 60,961,060.73 37.0% Funds which, with interest and future premiums, will pay all 
ic an- Tax secured, $10,339,691.87, and revenue secured certificate claims as they become due. 
» state, $50,621,368.86 Death Claims and Matured Endowments ................ 335,290.38 
aa Utility Bonds a I RC CCC 24,063,337.26 14.6% — set -~— for A of claims in process of adjustment 
if perating companies. and for those ine t not reported pri D I 
eae Industrial and Railroad Bonds ............ 6,803,664.90 4.1% 31, 1957. SIA lg li tail i tial aia 
many Stocks ........+++ see TRUCE, Cae 6,920,559.40 4.2% Funds Held in Trust for Members and Beneficiaries ..... 62,772.38 
Lies to $6,049,994.00 preferred; $870,565.40 common. Poads for Dividends D ber 31. 1958 rt 
Not so First Mortgage Loans on Real Estate ....... 44,046,049.12 26.7% eid . = pie ve : s a pe gern 
Conventional $20,945,775.22; F.H.A. $4,250,333.96; remiums Paid in NENGGRS coca cad sadenavovennuenede 214, 
called ? 
G.I. $18,849,939.94 Estimated Amount D d Ac d for C issions 
eee Supreme Office Buildings ....$599,581.06 ( 941,418.06 0.67% ‘Coated Expenses, Taxes. ei igi ar oe we tw Pin a . 374,173.58 
ae Real Estate Held for Investment 341,837.00 § Pisedie Peteeaiiedl ie: Wiieeinene: aide Maied for P is 
Ae Certificate Loans .............02eeeeeeeees 2,467,320.60 1.5% pear y B88 ee a 326.162 
s y Banty eewed the Society by members on account WIGHG: Gs RANOGN aad cs ao naa tdi cane lead aaaunesio neha 9162.47 
g that of mane made to them on the security of their Reserve for Bonds and Stocks .................000eeee 1,478,272.94 
certificates. . Mince llanedtishe 0s tawea ie on rus wodiuce saduesccaucaweters 1,632,062.02 
Certificates of Beneficial Interest .......... 1,896,716.95 1.2% Includes funds set aside for expenses of quadrennial Supreme 
od Interest Due and Accrued .............---> 1,356,327.45 0.8% Camp in 1958. 
—— in — of Collection .......... yes ret “ae Total Liabilities .............0..ccccceeeeeees $144,646,241.38 
S IscellaneOus AssetS ........eeeeeeceeeeecs »104. -U'7o Unassi d Fund ~3n 221 212 72 
gne NENNQEEIN © alo. cae tech ck chal aein occa dle'eraige-d decease ws 20,331,543.73 
a one Th Total nate. ao ‘ see eee + 7 ‘ $164,977,785.11 100.0% Funds held for the additional protection of members. 
er a ese assets are value on asis prescri ye y 
reo National Association of Insurance Commissioners. Total to Balance Assets ..................+... $164,977,785.11 
ssn. 
con- In addition, these PLUS values! A real fraternal spirit and program . .. Camp activities rere Fraternal aid from a special fund... 
lanu- The Royal Neighbor home for aged members ... A free health service .. . The Royal Neighbor magazine. 
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Sees Changes When Lite- Insurers Write F&C 


(CONTINUED FROM PAGE 5) 


cater to a price-conscious public so 
as to maintain a premium volume 
large enough to make possible the use 
of electronics, with which to reduce 
costs, in erder to be able to offer the 
competitive prices necessary to cater 
to a price-conscious public; so as to 
maintain a premium volume large 
enough to make possible the use of 
electronics, etc., etc., etc. 


Sounds like a cracked record, doesn’t 
it? No wonder it is so difficult to 
know where to start the action needed 
to solve our problem. But of one 
thing we may be sure, as C. C. Parlin, 
former head of Curtis Research, ex- 
pressed it ... “The consumer is 
king! His preference is law, and his 
whim makes and unmakes merchants, 
jobbers and manufacturers. Whoever 


has his confidence controls the mer- 
cantile situation. Whoever loses it is 
lost.” 

But enough of that. It is time for us 
to get on with our picture of the 
agent with a future. Since we are go- 
ing to transport ourselves ahead a 
few years, we will have to give our 
imagination full sway and try to con- 
jure up a picture of an agency opera- 
tion such as might grow out of the 
pressures we have been considering. 

To begin with, we should have a 
descriptive name for our imaginary 
agency. So let’s call it the L. F. C. In- 





HIS JOB: To broaden your life and brighten your future—through science 















































THE MUTUAL GENEFIT Lite 


Mutual Benefit Life’s job: 


SECURITY 


Just as the scientist and engineer use the 
tools of today to build a better tomorrow, 
so does the Mutual Benefit Life man shape 
the future of his clients and himself. 

In his case the tools are the most up-to- 
date and comprehensive sales aids in the 
life insurance field. 


Mutual Benefit Life provides him with: 


Add to these the unique sales approach of 
Mutual Benefit Life’s nationally advertised 
True Security. 


These and other advantages assure the 
Mutual Benefit Life man of a more produc- 
tive business life, a more predictable and 
rewarding future—True Security not only 
for his clients but for himself and his family 
as well. 


INSURANCE COMPANY, NEWARK, NEW JERSEY 


TRUE 


FOR YOUR CLIENTS 
AND YOU 


Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 
Merchandising and educational material 
to reach the most lucrative individual 
prospects, such as: 

a. SELECTIVE GROUP MERCHANDISING— 

An advanced prospecting and selling con- 
cept to put him in intimate contact with 
the business and professional leaders of 
today—and tomorrow. 

b. MEDICAL FIELD KIT AND “MD” PLAN— 
complete guides to the monied medical 
market. 

c. SELECTIVE INCENTIVE PLAN — 

Brand new comprehensive packaging of 
one of today’s hottest selling ideas. Meets 
the needs of the many businesses who find 
the usual employee benefit plans inadequate. 


MUTUAL 
BENEFIT 
LIFE 


The Insurance Company 
for TRUE SECURITY 
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surance Service, Jones and 
agents. Before the partnership 
formed Jones was a successful life in. 
surance agent, while Smith had a Bo0d 
fire and casualty agency. These two 
men frequently talked shop ang One 
day found themselves asking 
other why they hadn’t joined fo 
long ago. Both had discovereg tha 
their clients were receptive to m 
ures that simplified the purchase ¢ 
their insurance requirements, Th 
popularity of the “homeownery 
package policy was a convincing ex. 
ample to Smith, while the extraor. 
dinary success of family plan life in. 
surance, another package Policy, cop. 
veyed the same message to Jones, 


Gives “One-Stop” Service 


The next step seemed obvious, Ap. 
ply the same principle to client rela. 
tionships by combining life, fire and 
casualty sales and service. The ide 
had appeal for them. They coulg see 
expanded sales merely by Working 
over their combined client and pr. 
pect lists. Also, they could afford 4 
do a better job for their clients sing 
the combined premium would suppor 
better service to each client indiy,. 
dually. Moreover, their policyholdex 
would undoubtedly come to appreciat 
the “one-stop service” the new part. 
nership could provide, since it woul 
simplify their insurance buying pro}. 
lems. 


Had Two Major Problems 


This idea alone could be me. 
chandised to great advantage. The 
there was the possibility of savings jn 
clerical help and office rent. And thi 
set them to thinking about overhead 
They reasoned that they had tw 
major problems. The first was th 
overhead involved in handling per. 
sonal insurance—particularly ‘the 
smaller items. In order to increay 
their net profit materially, they wouli 
have to find some way to reduce the 
clerical work because it was not only 
expensive but also absorbed valuable 
time which could be more profitably 
devoted to the sales and service they 
wanted to advertise and merchandise. 


Problem Of Competition 


The second was the problem of hav- 
ing competitive rates and forms of 
coverage to offer. They were wel 
aware of the inroads being made by 
specialty companies and direct writ 
ers using a combination of low rates 
and sales service to make their gains. 
They also knew that the low rate 
were made possible by the savings 
achieved through the bulk machine 
handling of the details of policy writ- 
ings, collections and bookkeeping @ 
the company level. It was easy to see 
that otherwise the premium must in- 
clude an extra amount with which to 
pay each agent individually to per- 
form services that could be handled 
on a volume basis by the company 4 
a fraction of the cost. What to do about 
these questions caused considerable 
debate and nearly wrecked their plans. 

Jones, the life insurance man, Was 
all for finding a company that would 
take the detail of policy writing ani 
collections off their hands. After all 


Service Guide + | 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 

N.E., Atlanta 8, Georgic, 
P.O. Box 6192. Telephone 
“—*— TRinity 5-6727. 
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and Smith fie was accustomed to that method of 
ership wafperation in the life insurance busi- 
ful life in. {ness and saw nothing wrong with it. 
had a goo in fact, he liked it because it took 
These ty, care of the collection problem and re- 
OP and jjeved him of having to put in non- 
skin ctive time on details. 
ig rodui 
‘ined force, But Smith demurred. He had al- 
Vered tha | ways felt that the principle of his 
© tae t ownership of expirations | depended 
uUrchase yf ypon his insulating his clients from 
ents, ihe company insuring them. Moreover, 
Meowners’ f it would lessen his stature in the eyes 
vincing ey. of his clients if he did not handle the 
1 extrag,. premium. Then there was the prob- 
lan life jg. ability that the commission would be 
Dolicy, oop, | less. Jones, on the other hand, argued 
fones, {that he had never experienced any 
problem with these considerations and 
that, in fact, he found the companies 
vious, Ap.f eager to build up his prestige with 
client relg.f his clients and protect his accounts. 
®, fire anf Also, he thought that an agreement 
_ The ige,f could be worked out providing for a 
" COUld se reasonable vesting of rights to renewal 
Y working commissions which would probably be 
and pros. just as good, if not better, than the 
| afford ,) present uncertain arrangement. After 
ients sing} all, he argued, the policyholder is the 
Id suppor} true owner of his insurance expira- 
nt indiyi.f tions—he’s the boss. 
li 
seal Net Profit Important Thing 
new patt-f as to the commission question, they 
> it woulif joth agreed that the important thing 
ying prob-f was their net profit rather than the 
percentage of commissions. They could 
afford to take less commission if they 
b had commensurately less overhead 
bes = and more competitive rates and forms. 
aul {1f mm the end, Smith came to the con- 
‘hae 8S1F qusion that public favor would run 
oval to the agents and companies that gave 
had ps the insurance buyer first considera- 
°F tion, and that, since technological ad- 
Phat the vance had put such a premium on 
rl 8 yd team-work between agent and com- 
! rf ? pany, he had better join up with 
- ie Jones to exploit that principle in the 
hi the interest of their policyholders and 
not cab themselves. x 
valosib Having got that far, their next prob- 
profitabl; lem was to decide on what principles 
vice ther to apply to company representation. 
rchendik Obviously, they would need a com- 
‘f pany whose’ business_ philosophy 
meshed with theirs. That part didn’t 
n of hav. 2PPear to be so difficult because many 
foxee ai of them seemed to be talking the same 
ere wel} Way: What was lacking was action. 
medal Even with that assured, they would 
ect wk have to be careful to select a com- 
on ae pany that not only had the will to aet, 
eir gains but also had the resources in money, 
on a manpower, and management. 
Be Company Representation Discussed 
icy wii} They also discussed the question of 
eping a} whether they should represent separ- 
sy to Se} ate life, fire and casualty companies 
must it- or an integrated group. The answer 
which to came quickly since the necessity of the 
to per- integrated group to carry out their 
handled principle of one-stop service was ob- 
npany @} vious. In addition, an integrated group 
do about} would solve the problem of overlap- 
siderable} ping coverages and provide for com- 
air plans. plementary covers such as the home- 
1an, Wa} owners policy and mortgage redemp- 
at would} tion life insurance. 
ting aM} = And so, after many hours of 
fter all} thoughtful planning, Jones and Smith 
_____. | launched their life, fire, casualty in- 
surance service. They had no difficul- 
| B ty in working out an equitable ar- 
Tangement with an integrated group 
—_—} of companies and soon found them- 
selves multiple-line agents for life, 
NG fire and casualty insurance. 
It was now up to them to put their 
Principles into play. Their first move 
treet, was to separate their more intricate 
}orgid, special risk and commercial business 
phone jf from the semi-standardized manda- 
tory and personal business. For the 
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latter they set up a plan to combine 
policies wherever possible, to bring 
about common expiration dates; to 
put premium payments on a budget 
plan where wanted or needed, and 
finally, to see to it that they handled 
all of a client’s personal insurance. 

Next, they made the necessary ar- 
rangements with their company group 
to take over the writing of policies, 
including renewals, the collection of 
premiums, and the integration of their 
accounting systems to the end that 
every detail possible was handled 
mechanically at the least cost to the 
agency and the company. 

These were radical changes over 
past procedures and they approached 
them cautiously in order to make sure 
that they were not losing any of 
their effectiveness in taking care of 
their clients’ needs. Actually, they 
found that by improved organization 
of their records and the use of mul- 
tiple-line policies they could do an 
even better job for their personal in- 
surance clients. a 

Moreover, they saved such an enor- 
mous amount of time and effort that 
they were able to give much more 
time to the development of commer- 


cial and special hazard lines which 
offered a high profit potential. 

Gradually, other agents of the com- 
pany group adopted the same principle 
of operation and the overhead of the 
companies came down. They too had 
been able to effect some real econo- 
mies. Their collections improved im- 
mensely. Instead of having two or 
three months’ premiums outstanding, 
they were practically current. Work 
in their statistical units dropped ’way 
down, due to the reduction in can- 
cellations and the mistakes that had 
to be backed out of the figures. Un- 
productive work in the field offices 
dropped off as petty differences with 
agents disappeared and some of the 
time saved was absorbed in more 
fruitful loss prevention work. 


Rates Reflect Economies 


In due course, the rate levels of the 
companies __ reflected the  operat- 
ing economies making them highly 
competitive with other carriers. Jones 
and Smith enjoyed a rapid upsurge 
in their net earnings. The public 
seemed to sense and to favor the man- 
agement policy that brought them 
lower rates and better service. This 


Study Variable Pensions 


For N. Y. State Employes 


ALBANY—Arthur Levitt, controller 
of New York state, told a gathering of 
state civil service workers that he is 
studying a variable annuity plan for 
addition to the state employes retire- 
ment fund. The amount of payments 
on retirement would vary with the 
earnings of the fund. 








made Smith feel more secure than ever 
over the ownership of the expirations 
because they were pleasing their boss, 
John Q. Public. But equally important 
was the fact that they were not 
plagued with an overhead expense 
that heretofore had seemed to grow 
just as rapidly as their business. The 
new arrangement put them in a posi- 
tion to increase their business with a 
minimum of additional expense. 

And now, gentlemen, there is the 
projected picture of the agent with a 
future. If the portrait of Jones and 
Smith, dynamic and successful agents, 
provokes constructive thoughts, even 
arguments, as to what lies ahead, it 
will have served its purpose. 
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Changes In The Field 


Prudential 

A detached ordinary office in Po- 
mona, Cal. has been opened by 
Prudential, with Division Manager 
Douglas W. Anderson in charge. Under 
Mr. Anderson’s supervision are special 
agents Craven R. Holder, John E. 
Schroeder and Frederick A. Burgess. 


1953 as special agent for Pasadena 
agency, and was named division man- 
ager there in 1956. 


Oliver M. Superchi has been named 
manager of Prudential’s district office 
in Springfield Mass. He _ succeeds 
Andrew J. Mulcahy, retired. Mr. Su- 
perchi joined Prudential in Holyoke, 


Mass., in 1946 and for three years has 
been manager at Pawtucket, R. I. 


General American Life 


Three general agents have been 
appointed in Detroit: James W. Can- 
non, Eugene M. Graye, and Edward G. 
McDonald. Mr. Cannon was formerly 
with Penn Mutual Life in Detroit and 
Providence. Mr. Graye has been with 
Prudential. Mr. McDonald joined Gen- 
eral American in 1947. They will all 
have offices in the new General 
American Life building in the North- 
land shopping area. 





Mr. Anderson joined the company in 





5. SAMUEL WOLFSON began his life insurance career many years ago as a broker. At the early age of 20 he became a district manager. 
Later he became a brokerage manager and in 1929 a General Agent in New York City for the Berkshire Life Insurance Company. 
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... would be to align himself with a Life company that 
would give him every possible help in planning and selling. 
I know that Berkshire is that kind of company.” 


“T’ve heard that you pioneered in the life brokerage business 
in New York, Mr. Wolfson. You certainly should know what 
you're talking about!” 


“That’s true, and, in the twenty-nine years I’ve spent with 
Berkshire, I’ve seen many general insurance men become 
excellent life brokers, as a result of close, personal supervi- 
sion from the field, and help from the company itself.” 


“Do you mean to say that I could have the benefit of your 
experience and support and get promotion material, as well, 
to help me sell Berkshire’s full line of merchandise?” 


“My advice 
to any 
Broker... 


“Exactly! Berkshire’s worked out a complete program to 
help general insurance agents make a success of Life selling. 
I’m only sorry I don’t have 30 more active years ahead, 
because even though Berkshire is not a large company, there 
are none better! That’s why I think today 
Berkshire presents the greatest opportunity 


for personal growth in the industry!” 


ERKS HIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
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Franklin Life 

Floyd Gray has been appo; 
regional manager in Oregon tar Pe 
lin Life and has opened headquarter, 





W. H. Harris Floyd Gray 


in Portland. Mr. Gray entered life 
insurance in 1947 with New York Lif. 
in Decatur, Neb. In 1951 he was 
appointed general agent for Lincolp 
Mutual Life and in 1956 became 
gga of Oregon for Union Nationa 
ife. 

William H. Harris has been name 
regional manager in _ southeastern 
South Dakota, with headquarters jp 





Jake Matusoff John E. Smith 


Yankton. Mr. Harris has been in the 
life insurance business since 1946 with 
Paul Revere Life and was formerly 
supervisor in South Dakota. 

Jake Matusoff, Dayton, has joined 
the Franklin Life agency of his 
nephew, General Agent Jerry Matu- 
soff, as associate general agent. Jake 
Matusoff has been with Pacific Mutual 
Life for the past 19 years. 

John E. Smith has been appointed 
general agent at Denver. Mr. Smith 
has been in life insurance since 1947 
with Prudential. For the.past 4% years 
he has been staff manager for that 
company. 


Pan-American Life 
Walter H. Lupke 
Jr. has been ap- 
pointed general 
agent in Fort 
Wayne by Pan- 
American Life. He 
is secretary and 
treasurer of the 
Lupke insurance 
agency, organized 
in 1917. He join- 
ed the agency in 
1946. He is CPCU. 


Monarch L‘fe 





Walter H. Lupke Jr. 


Paul E. Dull has 
been promoted by 
Monarch Life from 
agency supervisor 
at Des Moines to 
general agent at 

_ uisvulle, where 
the company 
opened an_ office 
last year. He prac- 
ticed law in cen- 
tral Iowa for five 
years before Join- 
ing Monarch 10 
1954. He twice 
qualified for the 
“Top 35,” the com- 
pany’s highest honor group. 


Mutual Of New York 

Alfred L. Perper and Barney Roletti 
have been appointed brokerage super- 
visors by Mutual of New York at 
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Paul E. Dull 
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co and Los Angeles, respectively. 
Perper has been with Mutual for 
an agent. Mr. Roletti 
with the Los Angeles 


Dieg 
Mr. oe 
three years as 
was formerly 
Blue Cross. 


life of North America 


Maurice I. Carlson has been appoint- 
ed manager for Life of North America 





Maurice |. Carlson 


R. L. Wickenhauser 


at Dallas, with offices at 505 North 
Ervay street. He has been vice-presi- 
dent of Universal Life & Accident of 
Dallas and before that was with Occi- 
dental of California in Dallas, with 
Acacia Mutual as brokerage manager 
and field supervisor, and Reliance Life 
as Dallas manager. He is a former pre- 
sident of the Dallas CLU chapter. 

Richard L. Wickenhauser has been 
appointed manager by Life of North 
America at St. Louis. The office is at 
7912 Bonhommie avenue, Clayton, Mo. 
Mr. Wickenhauser has been brokerage 
supervisor for New York Life in St. 
Louis for two years. He entered life 
insurance in 1948 with New York 
Life and was regional sales director 
for the Elmer Wheeler Sales Training 
Institute 1955-56. 


Life Of Virginia 
Robert W. Quatkemeyer, field train- 
ing supervisor for Life of Virginia, has 
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been appointed manager of the Dayton, 
O., district office. He joined the com- 
pany in 1948 at Cincinnati, later 
becoming associate manager. 


Lincoln National Life 


Four agency supervisors have been 
named: Harold S. Jovaag, L. M. Elling 
Agency, Omaha; Robert D. Vrzal, 
Sheldon I. Barnett agency, Omaha; 
William C. Reed, R. H. Wertz agency, 
Detroit, and Richard K. Stiewel, Feu- 
stel-Berglas agency. 


Massachusetts Mutual 


Richard H. Aulebach has been ap- 
pointed district representative in the 
eastern regional group office in New 
York City. Before joining Massachu- 
setts Mutual he had five years’ group 
experience with New York Life at 
New York. 


Bankers Life of lowa 


Donald Gatchell 
has been appoint- 
ed manager of a 
new Tulsa agency. 
He has been a field 
supervisor at the 
home office since 
1957 and was for- 
merly a member 
of the Sioux Falls 
agency. 


p< 
Do-a'd Gatchell 








Indianapolis Life sales for March 
were 33% ahead of last March and 
were highest of any March in the com- 
pany’s 53-year history. Sales for the 
first quarter of 1958 were 18% ahead 
of the same period a year ago. Top 
agency for the month was Nate Kauf- 
man, Shelbyville, Ind. Leading individ- 
ual producer was Edgar T. Russell of 
San Antonio. 





There’s just 
no point — 
in being in 
the dark 

about new 


GENERAL AGENCY 
OPPORTUNITIES 


when there’s such a Bright Future with 


Republic National Life Insurance Company 


Top Commissions e Vested Renewals 
Complete Line of Life and Accident and Sickness 
Group e Sub-Standard e Pension Trust 
Franchise e Guaranteed Issue 








There’s still time to qualify for the General Agency Sales Convention, Grand Hotel, 1959, 
Write James W. Galloway, Assistant Vice President and Director of General Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


3988 NORTH CENTRAL EXPRESSWAY ® DALLAS, TEXAS 
MORE THAN $1,600,000,000.00 LIFE INSURANCE IN FORCE 
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U.S. Navy 


ae Your success 


PERSONAL PROTECTION SINCE 1903 


COMMERCIAL @ DEBIT PLANS 
ORDINARY @ GROUP 
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Successful defense. depends upon the most advanced wea- 


pons, like these’ Navy Cougar jet fighters, just as your 


succéss as an agent depends upon new and advanced types 


“Of personal protection to meet your client’s needs. 


Inter-Ocean can help you meet these needs with thor- 


“ oughly competitive lines of forward-looking individual 


and group policies, including Life, Hospital, Medical and 
Surgical, and Loss of Income Policies. One example: 
Inter-Ocean’s new Assured Income Policy with the Special 
Renewal Feature that protects against cancellation solely 
for health or physical reasons. 


Interested brokers are invited to write for details of 
Inter-Ocean’s arsenal of competitive sales weapons. 


INTER-OCEAN 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 
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N. E. Life’s Family 
Plan Has Unlimited 
Coverage On Father 


New England Life has introduced 
a family plan, President O. Kelley 
Anderson an- 
nounced at the 
annual meeting 
of the Leaders 
Assn. at  Holly- 
wood, Fla. 

Unlike many 
family plans, the 
New England Life 
plan puts no limit 
on the amount of 
insurance for the 
head of the fam- 
ily. Like other 
plans it provides 
for the wife and 
present and future children, and one 
. premium covers them all. 

Nearly 750 jeaders, home office 
executives, wives and children attend- 
ed the 4-day meeting. Thomas E. 





©. Kelley Anderson 


FeNATIONAL UNDERWRITER. 


Burke, Boston, was elected president 
of the association succeeding D. Miley 
Phipps, Cleveland. William L. Shelton, 
Los Angeles, was chosen vice-president. 
Charles I. Lytle, Buffalo, and Benjamin 
L. Stern, New York City, continue in 
office as secretary and_ treasurer. 
Named to the executive committee 
were Messrs. Burke, Shelton, Stern, 
Phipps, and E. Lester Goodrich of Bos- 
ton and Buckley Hubbard Jr. of Buf- 
falo. 

The “rookie-of-the-year” award 
went to William E. Choate of the 
Bruce Bare agency in Los Angeles. 
Mr. Choate, who joined New England 
Life in November, 1956, sold more 
than a million dollars of life insurance 
in his first year with the company. 
Runner-up was Edwin L. Whitmer of 
St. Louis. 

The business sessions were devoted 
to discussions of ways to improve 
service to policyholders and other 
topics of mutual interest to the home 
office and the field force. 

Bankers Security ‘57 Figures 

An increase of 338% in ordinary 
sales sent Bankers Security Life’s in- 
surance in force to $339,981,901, up 
11.3% in 1957. 
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Is Group Insurance 


North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
deciding whether or not to enlarge your present efforts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. ‘This 60 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business. and 
outlines other important considerations faced by companies 


Complimentary copies of “Is Group 
Insurance for You” are available to 
interested home office executives without 
cost or obligation. Simply attach your 
personal or business card to this 

advertisement and mail today to... 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 
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“Crystal-Ball’’ A&H . 
Problems, Everett 
Tells LIAMA Group 


“Crystal-ball gazing” and “brain- 
storming” on the subjects of lifetime 
benefits, substandard risks and major 
medical coverages were recommended 
by Ardell T. Everett, 2nd vice-presi- 
dent Prudential, at LIAMA annual 
A&H conference in Chicago. 

In his talk, “The Fearful Pattern For 
Health Insurance,” Mr. Everett sug- 
gested that company officers deter- 
mine if they are constantly broadening 
their policy benefits in line with 
current trends. Competition causes 
some modernization, he said, but it is 
not fast enough. Company actuaries 
should be encouraged to use an imag- 
inative approach. Several companies 
are writing forms of lifetime hospital 
and medical insurance benefits on an 
individual basis, plus group coverages 
that are continued on retired employes, 
he noted. 


Suggests Review Of Benefits 


Mr. Everett also suggested that of- 
ficials look at their own employee 
benefit programs and view the ade- 
quacy of provisions for current em- 
ployes as well as for retired employes, 
and look at policyholder relationships 
both from the claims and sales point 
of view. Much of the criticism of the 
health insurance business has been 
based upon a few isolated examples of 
company action, in most instances 
defensible action, he said. 

State regulation or law that re- 
stricts sound development of voluntary 
insurance is not needed, he said. In 
New York, legislation has been intro- 
duced forbidding companies to write 
hospital or medical insurance on any 
basis other than non-cancellable with 
level benefits for life. This would have 
meant that Prudential’s individual 
major medical and 365 day hospital 
plans with reduced paid-up benefits 
for life would have been outlawed 
and only the 35-day hospital plan 
would have qualified. In addition, he 
continued, the proposed law would 
require mandatory group conversion 
for health coverages to an individual 
non-cancellable policy offering life- 
time level benefits, allowing companies 
to provide premiums on the individ- 
ually converted policy at rates not to 
exceed the group plan rates by more 
than 25%. 


Proposals Termed Unsound 


The unsoundness of these proposals, 
said Mr. Everett, would have meant 
the reduction of much voluntary in- 
surance now in force, and state or 
federal government health insurance 
might result. He further stated that 
any kind of government subsidy of 
health insurance means control, with 
the result that “individual initiative 
is stifled, over-utilization of service 
occurs, and minimum benefits tend 
to become maximum. The cost of any 
government plan has always exceeded 
the original estimate.” 

Mr. Everett noted that Dr. Martin R. 
Steinberg, executive director Mount 
Sinai hospital, New York City, has 
said the advent of antibiotic drugs has 
added to hospital costs. In one hospi- 
tal, the cost of drugs has risen from 
$260,000 in 1951 to about $700,000 a 
year. “Under any frozen government 
reimbursement payment plan to hos- 
pitals, these advances would not be 
possible.” 
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Addressing his remarks to agene 
officers, Mr. Everett suggested that 
selling more A&H coverage must be 
emphasized, agents must be traineg to 
describe a policy, bringing out limita. 
tions, reductions and exceptions as 
well as benefits, that adequate benefits 
should be used, and the story of volun. 
tary health insurance be told publicly 

Mr. Everett stated that all companies 
should be interested and active in the 
affairs of Health Insurance Counci}’s 
new state committee program. 


Looking for 
THE . 


PROMISED 
LAND? 


FOLLOW THE ARROW 


IN 1957 
14% OF OUR GENERAL AGENTS 
© EARNED OVER $25,000... 


22% MORE THAN $20,000... 


A8B% OVER $10,000. 
THEY DID IT with unique contracts 


such as— 
* The Fit-the-Future 
% The Extension 
% Guaranteed Insurability Rider 
% Family Security Plan 


%& Complete portfolio of A & S, 
Group and Pension Plans. 


THEY’LL DO IT AGAIN with the 
kind of Home Office Assistance that 
a vigorous and progressive com- 
pany knows is essential to build top 
flight Agencies in— 


Wlinois * Ohio * Kentucky * Michigan 
Florida ° Virginia * W. Virginia ° Indiana 
Minnesota * Pennsylvania ° Arizona 
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BYRON C. JOHNSON 


Agency Vice-President 
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LAA Round Table Breaks Attendance Records 


(CONTINUED FROM PAGE 4) 


them a number of times. In this way 
the manager is freed of direct, time 
consuming supervision at this initial 
point. While Mr. Wills’ company uses 
standard records, Mr. Franquemont 
said his company prefers tape record- 
ings, since the general agent or man- 
ager can stop and start, add or delete 
the tape at will. The company also 
supplies blank tapes so the manager 








THINK... 


WHY are you paid the same 
Q cornice as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 


WHY are your renewal commis- 

sions for low lapses the same 

as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 
Casualty Company, having 
Started writing Life Insurance 


in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
lie & Onsualty 


ela Iter Nero) Company 





General Offices. All American Building 
PARK RIDGE, ILLINOIS, 





can add his own ideas or comments 
to the instruction to fit the particular 
case. 

One of the highlights of the first 
day’s formal activities was a panel 
session on company sales contests, 
with Richard A. Chatfield, assistant 
Assurance, presiding and with Lillian 
R. Gilster, assistant director of sales 
promotion Franklin Life, asking the 
questions as moderator and keeping 
things moving at a lively pace despite 
the large amount of detail involved. 
There was very little of its subject that 
the panel did not cover in the time 
allotted. One point noted in particular 
by all hands around was that the most 
sure-fire success in company contests 
are those honoring the birthday of the 
company president. 

In addition to the moderator, other 
manager field service Ohio National 
Life, and Frank T. Culp Jr., director 
of sales promotion Guarantee Mutual 
Life. 

Entertainment and social features 
the first day included the luncheon 
singing of Continental Companies 
Chorus, under the direction of Dick 
Otto; the annual dinner, and the social 
hour, the latter through the courtesy 
of Continental Assurance and Franklin 
Life. 

Presiding at that day’s sessions were 
Robert L. Fontaine, director of adver- 
tising Continental Assurance; Francis 
J. O’Brien, vice-president and director 
of sales promotion Franklin Life, and 
Jack W. Currier, sales promotion di- 
rector Ohio State Life. 


Buffet Starts Second Day 


The second day started out with 
a group buffet breakfast, with Terrill 
Duke Walters, public relations assist- 
ant Mutual Trust Life, presiding, and 
John F. Bolger Jr. of Bolger & Co., 
managing consultants, Chicago, the 
speaker. The traditional breakfast has 
been found to be an excellent method 
for “getting the show on the road” 
and keeping the members together 
for the final stretch, which lasts until 
noon. 

W. A. Neville, assistant secretary 
Great-West Life, spoke briefly on the 
annual meeting of LAA to be held at 
the new Queen Elizabeth hotel in 
Montreal, Oct. 22-24. 

Mary G. Hickey, advertising assistant 
Northwestern Mutual Life, presided 
at the final two sessions, which includ- 
ed a talk by Donald F. Barnes, vice- 
president Institute of Life Insurance, 
and a moving but practical delineation 
of “How a Policyholder Looks at Life 
Insurance” by Benjamin C. Willis, 
Chicago superintendent of schools. 

The 1958 “On Target” committee 
consisted of Mr. Fontaine, general 
chairman; Mr. O’Brien, program; Mr. 
Currier, attendance; Mr. Chatfield, 
arrangements; Mrs. Walters, treasurer; 
Harry H. Edel, director public rela- 
tions and _ advertising Prudential, 
publicity, and Mary Hickey, promo- 
tion. 


Increases Mortgage Investments 
Pacific Mutual Life is planning a 
15% increase in mortgage loan invest- 
ments for the coming year, according 
to Vice-president Thomas L. Lowe. 
This was announced as twelve of the 
company’s mortgage loan district man- 
agers met at the home office to 
determine investment policies and 
programs for the balance of 1958 in 
light of recent economic trends. Deci- 
and discussed at a four-day seminar 
in Phoenix attended by mortgage loan 


men from all field offices. Pacific 
Mutual’s net earnings on _ invested 
assets stood at 3.98% before taxes in 
1957 as compared to 3.86% in 1956. 
The company has 47.8% of its assets 
invested in mortgage loans. 


NAIC Industry X-17 
Committee Completed 


Commissioner Sheehan of Minnesota, 
chairman of life insurance committee 
and deficiency reserves and mortality 
table (X-17) review subcommittee of 
NAIC, has completed his industry 
advisory committee. 

Already announced as chairman of 
the new committee is Robert H. Ryd- 
man, general counsel North American 
L. & C. Other members now include: 
Everette D. Armantrout, Provident 
Mutual; Robert E. Dineen, Northwest- 
ern Mutual; R. R. Haffner, Business 
Men’s Assurance; James F. MacLean, 
Bankers Life of Nebraska; Donald 
MacNaughton, Prudential; A. C. Ol- 
shen, West Coast Life; James T. 
Phillips, New York Life; William R. 
Shands, Life of Virginia; and R. H. 
Wallace, National L. & C., 
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Lawton Named V-P By 
Home To Handle Lite 


Home has elected G. Albert Lawton 
vice-president and secretary in charge 
of the life interests 
of the company. 

He entered the 
life business in 
Cleveland with 
Aetna Life and in 
1944 went to the 
head office. In 
1946 he was named 
to the executive 
staff. In 1954 he 
became director of 
agencies in charge 
of national sales 
promotion. 

Mr. Lawton joined Security Con- 
nectieut Life as executive vice-presi- 
dent in 1955 and was elected vice- 
president of its affiliates, Security and 
Connecticut Indemnity. In 1957 he was 
elected president of the three com- 
panies. 

More recently he was president of 
Bankers Security Life. 





G. Albert Lawton 









Cheaper... 


additional $1,000! 





By Which Dozen? 


True grading of premiums by policy size, we think, means 
the buyer should find it cheaper, not just for the first 
dozen, but for each succeeding dozen — or even for each 


Occidental now announces just such a premium grada- 
tion plan, effective immediately, on most policies. This 
new plan grades for each $1,000, instead of by size 
brackets of $2,500, $5,000 or $10,000. Thus each addi- 
tional amount above the minimum issue nets the buyer a 
lower rate per $1,000, no matter how high he goes. 


It's easy to compute, easy to explain, easy to sell. All 
Occidental offices now have the details. 
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We pay Lifetime Renewals...they last as long as you do! 
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Leadership 


Since 1907 Jefferson Standard has 
been a leader in the life insurance 
industry. Today, among companies 
writing ordinary 
exclusively, only five are larger 
than Jefferson Standard. 


@ 


Represents The 
Jetferson Standard 


landard 


Home Office: Greensboro, N.C. 


life insurance 











4,000,000 customers can't be wrong 
Allstate Insurance Co. has cut “red tape” to pay 
claims fast — often “on the spot!” PEIRCE DIC- 
TATION machines were selected for home and 
branch offices as best to speed and ease correspon- 


dence handling . . . facilitate quick customer serv- 
ice. PEIRCE produces better letters at less cost. 

Allstate underwriters (above) simultaneously 
erase unwanted phrases while redictating changes 
in context. Error-free belts are dictated and tran- 
scribed up to 40% faster. 


the name that dictates progress 








WORLD'S MOST COM- 
PLETE AND LOW COST 
DICTATION SYSTEMS... 
tailored to specific company 
requirements. 

¢ reusable dictation belts 

¢ outstanding magnetic clarity 

¢ individual, combination, networks 


BATTERY 
PORTABLE 
full facility 
4% Ibs. 
book size 
PEIRCE DICTATION SYSTEMS 

5900 Northwest Hy., Chicago 31, III. 
Send ‘‘USER'S REPORT"’ File 
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COMPANY CHANGES 


Bankers Life of lowa 


Pan A. Vaphia- 
dis has been ap- 
pointed field su- 
pervisor at the 
home office. He 
has been with the 
company since 
1951 and was spe- 
cial agent for the 
Houston agency, 
being named agen- 
cy supervisor in 
1956. 





Pan A. Vaphiadis 


Provident Mutual Life 


John S. Carter, First Camden Na- 
tional Bank & Trust Co., and Paul J. 
Cupp, American Stores Co., have been 
elected to the board. Isaac H. Clothier 
Jr., a board member since 1930, has 
retired. 


New York Life 


Robert M. Totton has been appointed 
management assistant at the New York 
Life home office. He joined the com- 
pany in 1951 and has been an assistant 
manager in New York City. 


FIRST PYRAMID LIFE—Herbert 
L. Thomas Jr. has been elected execu- 
tive vice-president and agency director. 
He was vice-president and agency 
director and is also a director. Frank 
N. Gordon Jr. has been elected vice- 
president and actuary and Joe F. 


Hudson Jr. has been promoted to 
assistant vice-president, group and 
hospitalization. 


CAPITOL LIFE—Randell E. Ericson 
was elected a director and appointed 
controller. Charles Buell, acting actu- 
ary since 1957, was appointed actuary. 
Melvin J. Roberts is resigning as vice- 
president and treasurer but will con- 
tinue as a director, and Thomas F. 
Jones will serve as treasurer in addi- 
tion to his duties as chief administra- 
tive officer. 


ILLINOIS MID-CONTINENT LIFE 
—William J. Joyce has recently been 





appointed to the board. He is presi- 








dent and director of 7-Up Bottling 
companies of Joliet, Madison and 
Peoria, Ill., and vice-president and 
director of Chicago and New York 
7-Up Bottling companies. 


FIRST COLONY LIFE has appoint- 
ed Fred J. Sawyer Jr. to organize and 
head its salary savings department. 
He has been with Franklin Life at 
Norfolk as Virginia director of sales 
and at Richmond as assistant regional 
director of sales. Before that he was 
with Acacia Mutual at Norfolk and at 
Newport, R. I. 


LIBERTY LIFE & ACCIDENT—W. 
Frank Murray, formerly president, has 
been named chairman; and Winston H. 
MacCurdy, formerly vice-president and 
secretary, has been named president. 


FREEDOM LIFE of South Carolina 
has elected John C. Painter Jr. a vice- 
president. He has been agency direc- 
tor for industrial offices for the com- 
pany in Spartanburg, S.C. 








Ala. OKs Industrial Purchase 


The purchase by Southern United 
Life of Montgomery of all the Ala- 
bama industrial business of American 
Life of Birmingham has been ap- 
proved by Superintendent Horn of 
Alabama. It involves some $21 million 
in business in force and makes South- 
ern United the fourth largest indus- 
trial company in the state. Purchase 
price was $25,000 plus assuming $786,- 





000 in reserves. The transaction was 
effective as of March 31. 
American Life will devote itself ex- 
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clusively 


group in Alabama. The 


business in other states will Not 


affected by the transaction. 


Hamilton Mutual At 100th 


Hamilton Mutual of Cincinnati wil 
celebrate its 100th anniversary y,, 
10. Included in the ceremonies is 3 
banquet for the officers and director, 
at which a plaque will be presented ;, 
the company by Cincinnati Chamber 


of Commerce. 
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Old Line Life 


There is room at the top for those 
who want to be at the top with 


Oxo efere 


INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 
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© Top Commission Contracts 


important 
advantages 


® Life Time Renewals 


® Financial Assistance at the 
General Agent Level 


@ Agent Group and Pension 
Plans 


@ Educational Training 
Assistance 


@ Salary Plan for Career Agents 


© Competitive Policies 
(Par and Non-Par) 


® Modern Term Policies 
and Riders 


@ Special Limited Pay and 
Life Policies $10,000 — 
525,000 Participating 


@ $10,000 Special Whole Life 
(Par and Non-Par) 


® Outstanding A&S Policies 
®@ Sub-Standard 500% Mortality 
Any Size Policy 


For full details write F. D. GUYNN, 
VP and Director of Agencies, Dept. N-4 


agency openings in California. Florida, 


Illinois, Indiana, lowa, Michigan, Min- 
nesota, Ohio, South Dakota, Wisconsin 
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Moreover, where, under any exist- Yending Machines Sell 


rdinary ang is ; 
wi mann Smith Of Pa. Controls AéS Rates, Blue Cross ing hospital reimbursement formula, . 
: Not be (CONTINUED FROM PAGE 1) any of the three Blue Cross plans are Land Accident Coverage 

a sum sufficient to condition his approval of any hospital Making payments to hospitals deter- ‘vhs anheaaines. Wed: ta Sass eae 


jsting Teserve’, igi : mined in part by hospital costs re- 

‘+4ain constant vigilance over the reimbursement formula between Blue { p y fosp: issue carries a story about Henry L. 
th a of hospitals in instituting re- Cross and such hospital upon the ac- rtiege: a a maintenance mena Young Jr. of ‘Atenas, who is osecident 
rcinnati wi) i to eliminate abuses in the use of tions of such hospital in putting into oe scnoois, the carrying on ae I~ of Insurance Automat Corp. The 
ersary May spital care. effect the plans and methods recom- Ca! research, construction of new ¢ompany is placing specially designed 
monies jg , ” From this item each Blue Cross mended to it by Blue Cross. Any ex- plant, or defraying any part of the machines in motels, bus stations, truck 
ind directo; | |." is directed, along with other Blue isting approval of a reimbursement C0St of free care, the plan shall, by and train terminals, hotels, etc., to 
presented {) plan lans in the state, to make fur- contract with a member hospital will negotiation with its member hospitals, merchandise “Insur-A-Ride” policies. 
11 Chamber am? hes into methods and be subject to withdrawal where a seek to eliminate from such payment These provide accident coverage for 
em any amounts resulting from the ren- land travel for 24 hours—$5,000 for 


ee age amarllre : om : : : 
i ting abuses in utili- member hospital fails to cooperate in ‘ . ; eon th 

means of elimina ae : dering of free care and the construc- 29 cents. The coverage is written by 

. . This informa- this effort.” yale i 

eee zation of hospital care 1s intor tien-0f new plant. ‘Threugs such ne- Federal Life & Casualty. 


‘ i isseminated as developed No Blue Cross plan shall negotiate niles 
er hospitals. . any future hospital reimbursement 8°tiations, the Blue Cross plan shall 
E Fach plan shall expressly request formula which by its terms, would seek to adjust hospital payments 
“assistance of the county medical prevent the subscribers of the plan which include the cost of medical re- identical, he averred. The hospitals, 
the as for the counties served by from receiving in their Blue Cross Search and the cost of maintaining quite reasonably, are interested in ob- 
ans in resolving the abuses in rates the benefit of economies ob- nursing schools to an amount com- taining medical services at as reason- 
sul ae utilization. Reports on the ac- tained by hospitals through more effi- mensurate with the Services received able rates as can be obtained. There 
og ken under this recommendation cient operations. by Blue Cross patients from such must be “genuine bargaining and ne- 
me TT cerecs attained thereunder Also, where hospital reimbursement ™edical research and the operation of gotiating on an arms-length basis be- 
stall be made to the insurance commis- Payments contain an amount for de- such eeicatiews schools. tween the Blue Cross organizations 
sioner bi-monthly. This recommenda- Preciation of capital assets or equip- Mr. Smith also recommended that and the hospitals in working out hos- 
‘ic directed at obtaining coopera- ment, the hospitals receiving the mon- Blue Cross organizations put on their pital reimbursement contracts. 
tan 'S directorates more representatives of In addition he directed Blue Cross 


tion from the county medical societies, €Y are requested to fund them by es- , Recap 
‘wea such societies have broad func- tablishing proper reserves, so that the subscribers. The interests of Blue plans “forthwith” to study ways and 
il powers within the framework of money shall be used for the purposes Cross subscribers and those of mem- means of distributing the costs of hos- 


organized medical societies, including for which they have been paid. ber hospitals of Blue Cross are not pital care fairly and proportionately 


disciplinary authority. Similar co- 
operation should nevertheless be 
solicited from, and given to, Medical 
society of Pennsylvania. 

6. Blue Cross plans subject to these 
adjudications, singly or collectively. 
are directed to explore the Blue Cross 
Or those subscriber contracts prevailing in this 
op with or other states with a view to deter- 
mining contract features that could 
be hereafter proposed which will tend 
to reduce unnecessary hospital utili- Confi dence eee 
zation. 

1.It is recommended that the 
state's Blue Cross plans establish a 
coordinating committee composed of 
ee neprerroting = cach plan, This little fellow is fully confi- 
which will constantly study means 
and methods of reducing unnecessary dent ae confidence which Dad 
hospital utilization, and which will 
it disseminate its findings to member must justify for many years to 
hospitals on a current basis. 

8. Each plan is urged to take all come. Dad must have a regular 
Jas other appropriate measures to bring 
about the lessening of unnecessary income to meet this obligation, 














hospital utilization. 
cts Under the statutory power he has and one of his greatest dangers 
to approve rates of payment to hospi- 1 d 7 
tals made by Blue Cross corporations, 1 ; a [ h 
he Mr. Smith has issued a 7-point order 4 one isability. at's why 
under which they are to seek re- thousands of family men fulfill 
a forms in hospital administration and h 
operation. 1 thi]3 idi 
The Blue Cross plan is to solicit the t ne responsibility by providing 
assistance and cooperation of the hos- a i 
~~ served by them, hospital coun- h aa a aia replacement 
cils, and other interested persons, in thro i i i 1 
gens | airing all areas of hospi admin ugh Provident plans of accident and sickness insurance. 
istration to determine where econo- is] 1 117 i 
oe te sete When Dad loses his income because of disability, he can still 
The studies in hospital administra- i i . ide— irati 1 ily — 
in required by this recommendation maintain his pride—and the admiration of his family —by 
shall encompass previous studies 1 1 1 1 ith- 
tt ave been made nthe field by continuing to be the family provider. If you know a father with 
such experts as Dr. C. Rufus Rorem, 1 1 1 im — 
cctv dretor of Hospital Counc ae protection insurance, help yourself and help him 
of Philadelphia. These studies should make him our clie t 
consider, among other things, Mr. y me -_hh rhe 
le ge ordered: Adoption by all mem- «al Non-Can Sickness 
er hospitals of uniform accounting r . 
methods and eaten” aon as BROKERAGE 3 Coverage to Age 65. Level Premium 
ont purchasing practices, with spe- oa or Step Rate. 
ality cial emphasis on drugs and pharmaceu- Ris B U s I N E Ss Ss l N vi T E D . 7 “ : 
tcals; sharing of specialized equip- A li it 


ment; standardization among hospi- “i 
NN, tals of those costs which hospitals can 
M_ | extol; tore ctinctive uaieaton at LIFE & ACCIDENT INSURANCE COMPANY 
beds and diagnosic and treatment fa- UM bel alba 
tilities; more effective use of profes- VS Chattanooga -Since 18§7 
sional and institutional personnel; es- anil aD 
lablishment outside the in-patient de- - 


partment of rooming facilities for 


= patients requiring protracted 


“ : 
The insurance commissioner will 
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Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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Exceptional 


GROUP SALES OPPORTUNITY 


in New Orleans 


If you have at least three years of successful group sales experi- 
ence, and are age 35 or under, you will find this managerial 
and sales opportunity well worth investigating. 


The opportunity is a newly established group insurance office in 
the growing business and industrial city of New Orleans. The 
company is one of the nation’s oldest and largest multiple-line 
organizations. A group insurance pioneer, the company ranks 
among the nation’s leaders in both group business volume and 
group experience. 


The man who fills this position should be a college graduate. 
He will begin his new job with a good salary and the assurance 
of future increases based on accomplishments. He will have a 
company car, good working conditions, and the same excellent 
retirement plan and employee benefits available to the home 
office staff. 


The company has enjoyed excellent growth in the past and looks 
forward to continued growth in the future. If your qualifications 
fit the job and your ambitions include personal growth, we 
would like to talk with you. Write in full confidence to: 


Box Z-97 
THE NATIONAL UNDERWRITER CO. 
175 W. Jackson Blvd. Chicago 4, Illinois 
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over all subscribers, thus avoiding 
prohibitive rates for those subscribers 
in an age group requiring them to 
have greater hospital care. The rates 
should put more of the burden on the 
younger ages. 

He recommended appointment of a 
public commission to study the whole 
system of hospital operations in Penn- 
sylvania with the view of proposing 
administrative changes in _ hospital 
management, and for the purpose of 
determining proper legislative action. 
This should have representatives from 
hospital and medical fields and from 
state departments including insurance. 


Should Study Hospital System 


This commission should study the 
hospital system in the state. It should, 
he believes, emphasize elimination of 
duplication of hospital facilities, or- 
ganization or reorganization of hospi- 
tal facilities on an efficient basis, fa- 
cilities for care of long stay patients, 
improvement of internal operations of 
hospitals, reduced costs for the aged 
through nursing care programs and 
housing accommodations near hospi- 
tals, review of government subsidies 
to hospitals for free care, a study of 
hospital operation and methods to 
bring about greater economies in op- 
eration, a study of charges made by 
hospitals for their services, etc., etc., 
ete. 

Mr. Smith immediately will at- 
tempt to get the state government in- 
terested in effecting such a study. 

The comments of Commissioner 
Smith in his 28-page ruling were re- 
markable for their breadth and length. 
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He said: “The testimony at the 
ings showed that hospital adminja 
tors have no expectation that hospi 
costs will level off in the near fy 
If present attitudes regarding hosp. 
tal care remain unchanged, if 
ent methods of hospital administra; 
are continued, if present practices a 
the admission to hospitals of syb 

er patients are not corrected, th, 
Blue Cross plans will be appjyj 
year after year for additional rate jy. 
creases. 

“The steadily mounting costs , 
hospital care are placing the Bl, 
Cross plans in no less than an eme. 
gency condition. Unless rate ing 
are approved to provide funds to 
these increasing costs, the three Bi, 
Cross plans involved in these hearing 
would eventually become b 
On the other hand, if rate increas, 
are to become necessary regularly, the 
basic object of Blue Cross will be ge. 
feated, that being to provide mediq 
care to the citizens of the state at res. 
sonable cost through non-profit op. 
ganizations. 


Believes Little Has Been Done 


“I do not believe that everything ha 
been done to bring about the mo 
efficient and economical managemen 
of our hospitals. In fact I believe ver, 
little has been done. I do not believe 
that everything has been done by hos. 
pital administrators, by the Blue Cros 
organizations, and by the medical pn. 
fession to eliminate unnecessary ad. 
missions and to reduce protracted hos. 
pital stays. In fact I believe with fey 
exceptions very little has been done 














SUPERINTENDENT OF AGENCIES 


A progressive eastern life insurance company with over a billion and a 
half dollars of life insurance in force and branch offices in more than 
sixty principal cities has an attractive opening for a Superintendent of 
Agencies. Applicant should have successful experience in management 
work and in selecting and training men for management. Preferably he 
should be between 35 and 45 years old and capable of directing and 
supervising branch operations through correspondence and personal 
visits. 


This is an excellent position for the right man and there are unlimited 
opportunities for advancement. Replies will be held confidential. Write, 
giving complete background and experience to Box Z-89, c/o The 
National Underwriter Company, 175 W. Jackson Blvd., Chicago 4, Ill. 








AGENCY MANAGER 


One of the nation's oldest and largest life insurance companies hos openings in 
several major cities throughout the United States for men who are qualified to 
assume the position of Agency Manager in an established agency. We are inter- 
ested in building lorge agencies. The requirements are: 

1. Successful experience in agency field management: 

2. Married, between ages 28-40: 

3. College education (or, evidence of its equivalent in the form of CLU Train- 

ing or other professional education). 

The position carries with it a substantial starting salary, depending upon qualifica- 
tions. Supervisory assistance is provided at Company expense. In addition, there 
is an expense account and exceptional pension and group insurance benefits. All 
of our Field Management personnel know of this ad. For o personal interview, 
write, giving full particulars to Box Y-65, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 


SAN FRANCISCO OPPORTUNITY 
Life Insurance Branch 
Assistant Manager 

Great opportunity in America's most colorful, interesting year ‘round 
"air conditioned" city open for able, well grounded life man ready for 
management responsibility. Substantial salary, plus expenses and in- 
centive plan. Age 33 or under ideal, minimum 2-3 years life selling field 
experience. Top New York entered company, No. | in growth prospects, 
size $5 billion class. Tell us about yourself in letter, education, back- 
ground, experience (complete on life insurance). All replies confidential. 
Reply Box A-16, c/o The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








Fine Opportunity for 
Assistant Actuary 
or Actuarial Student 


Midwestern Company with over 350 Million insurance in force writing 
ordinary and accident and sickness insurance. Next field of expansion: 
group life, annuity, accident and sickness. Will consider a graduate 
of a recognized actuarial course or person with equivalent experience. 
Group experience desirable but not required. Salary commensurate 
with qualifications and ability. Excellent prospects for advancement. 
Write, giving salary requirements, to Box A-9, c/o The National Under- 


writer Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 











ATTORNEY, SENIOR 
Insurance 

The Corporate Law department of a 
rapidly growing company has an opening 
for a Senior Attorney. Excellent oppor- 
tunity for promotion to officer status with 
life insurance subsidiary. We desire at 
least five years experience in insurance 
law with a large life insurance company or 
state insurance department. Applicant 
must have a law degree from a recognized 
law school and admission to the Bar in at 
least one state. Will be expected to quali- 
fy for California Bar. Age 35 to 45. Pleas- 
ing personality and good appearance are 
important. Our employees know of this 
opening. Send résumé outlining personal 
background and experience to Box A-20, 
c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 

















GROUP LIFE POSITION 
GROUP DEPARTMENT ADMINISTRATIVE 
POSITION 
Offered by progressive medium sized Mié- 
Western Life Company. Three to five years 
perience in handling internal administrative 
duties required. Position particularly attractive 
to ambitious supervisory man_ interested in 
growing to manager status. Company has re 
cently opened Group Life Operation. Give full 
personal and experience data and salary @ 
pected to Box A-25, c/o The National Unde 
writer Co., 175 W. Jackson Bivd., Chicago 4, Ill. 
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at the ieve, however, unless action 
| admin eg immediately in both of the 
that hospitaf shove regards, the whole scheme of 
near future | 5 paid medical care through the 
rding hogpj. Cross system will be irreparably 
ed, if pry | iiyred at the expense of millions of 
Iministrag, wfizenS of Pennsylvania, resulting in 
PY actices inf severe personal and financial hard- 
of Subscrip. ship and suffering.” ; 
rrected, th. The commissioner said that unnec- 
be apply; utilization of hospital service 
nal rate ip. could be substantially reduced by 
proper action and cooperation of all 
18 Costs yf interested parties, including the plans, 
8 the Bly} <upscribers, doctors and hospital ad- 
iN aN emer.f ministrators and that any suggestion 
ite increas # that nothing can be done should be 
unds to pay} summarily rejected. 
three Bl.f He emphasized: “The record shows 
ese hearing, conclusively that the medical profes- 
> bankrupt} sion through their state and county 
te increase, societies have done practically noth- 
Sularly, the ing in the way of curbing abuses in 
Will be def the use of hospital care.” 
ide medica He referred to changes by Dr. Sam- 
tate at ref ye] B. Haddon, former president of the 
Profit op.f philadelphia County Medical society 
and said they implied that doctors 
are admitting Blue Cross subscribers 
done to hospitals where such hospital care 
: is unnecessary, simply because the 
rything ha} hospital bill will be paid by Blue 
| the mos} cross and the doctor is more likely to 
anagement obtain his fee,—grounds certainly for 
i Very f disciplinary action. 
not delieye “Sych conduct on the part of a doc- 
ne by hos-f 1. renders him a collaborator with a 
Blue Cros private party in the violation of his 
edical pro Blue Cross contract,” the commission- 
ve, i hg er stated. oe 
> with few - 
seen dow} Subcommittee Of Ways 
—— | And Means May Study 
Company-Tax Proposal 
WASHINGTON—As a means of 
getting consideration for the perennial 
‘round question life company income taxation 
dy for it has been suggested that it be studied 
nd in- by a committee of the House Ways 
field and Means Committee. There appears 
Aine to be no time available for the full 
pects, committee to study it in the near 
back- future. 
ential, The subcommittee plan was adopted 
ickson several years ago when the late Rep. 
Lynch of New York headed a ways 
and means subcommittee that investi- 
gated the problem, conducted hearings 
1 and finally came up with the original 
stop-gap proposal. 
The joint tax committee of American 
Life Convention, Life Insurance Assn. 
and Life Insurers Conference held an 
riting all-day meeting here this week to 
Pi discuss the Treasury’s tax proposal. 
sion: The committee adjourned until May 
uate 12, after authorizing its chairman, 
ence. President Deane C. Davis of National 
urate Life of Vermont, to name a subcom- 
nent. mittee to study the Treasury proposal 
nder- and another subcommittee to study 
various other plans and proposals for 
taxing life companies. 
_The committee’s action tends to con- 
firm the impression that life company 
taxation legislation is not in the 
picture for the immediate future and 
may be deferred until after the first 
———=} ofthe year, 
maTWE || Hancock Host To Foreign 
4 Mie Financial Experts On U. S. Tour 
bee sd BOSTON—John Hancock financial 
ttractive || CX€Cutives were hosts to eight offi- 
ted : Clals in the field of finance from Bra- 
sive te zil, Guatemala, Israel, Panama and 
lary at en, fiscuss the nates and 
iIMmsurance capital in the 
go 4, Ill. American economy. Their visit was 
part of a 6-week study tour the group 
1s making among leading business, 
financial, government and educational 
Institutions in six major U. S. cities. 





XUM 


LIFE INSURANCE EDITION 


Nw National, Nationwide Reach Accord 


(CONTINUED FROM PAGE 1) 


tional so that it could solicit proxies. 

The fight for control of Northwest- 
ern National dates back to the end of 
1956 when Great Southern Life of 
Houston offered to buy control of the 
company. The plan was to move 
Northwestern National to Texas, but 
when Great Southern was unable to 
pick up enough shares to gain control 
it sold its stock to Nationwide Corp. 
which continued to buy Northwestern 
National until it owned 112,489 shares, 
a majority. 

The unusual corporate structure of 
Northwestern National provides that 
participating policyholders have vot- 
ing rights as well as stockholders, and 
there are about 500,000 of these votes 
compared with 220,000 stockholder 
votes. Thus the Minneapolis manage- 
ment was able to retain control of op- 
erations although its stock was owned 
in Columbus. The proxy fight was to 
have been directed at policyholder 
votes. 

The Nationwide Corp, representa- 
tives elected to the Northwestern Na- 
tional board are Murray D. Lincoln, 
president of Nationwide Mutual and 
its affiliated organizations; John W. 
Galbreath, president of John W. Gal- 
breath & Co. of Columbus, and Paul 
D. Grady, Kenly, N. C., chairman of 
Nationwide Mutual Fire. There had 
been two vacancies on the board of 
Northwestern National for several 
months and a third was created re- 
cently by the resignation of John D. 
Ames of Chicago. 

Mr. Lincoln was also elected a 
member of Northwestern National’s 
executive committee. 


Will Ask To Enlarge Board 


Directors of Northwestern National 
will recommend that the board be en- 
larged to 17 members. This recom- 
mendation will be made to the ad- 
journed annual meeting scheduled for 
October 27. Subject to approval by a 
majority of stockholders and the par- 
ticipating policyholders, two Minnesota 
residents will be added to the board, 
one to be nominated by present di- 
rectors and one by Nationwide Corp. 

Mr. Pillsbury and Mr. Lincoln have 
issued statements indicating satisfac- 
tion with the settlement. Mr. Pills- 
bury said: “We are very happy that 
this controversy has been resolved, 
that the litigation has come to an end, 
and that there will be no proxy con- 
test. It will continue to be the aim of 
management to carry on the affairs of 
Northwestern National Life in the in- 
terests of all policyholders and share 
holders,” 

“We are pleased with this associa- 
tion with Northwestern National, and 
we are confident of the continuing 
progress of the company,” Mr. Lin- 





Plans For Equitable Society's 
New Home Office Building Filed 


NEW YORK—Preliminary plans 
have been filed with the New York 
City department of buildings for Equi- 
table Society’s new home office build- 
ing to be erected on the west side of 
Sixth avenue between 5lst and 52nd 
streets. The building will have 37 of- 
fice floors, two basements and four 
mechanical floors with a total gross 
area of approximately 1.7 million 
square feet. The company plans to 
occupy the entire building. Subject to 


‘final approval of the plans, specifica- 


tions and costs by the insurance super- 
intendent, it is anticipated that ground 
may be broken this fall and the build- 
ing occupied two years later. 


coln said. 

Nationwide Corp. is the holding com- 
pany owned by Nationwide Mutual, 
a big writer of automobile insurance. 
Nationwide Corp.’s other interests 
include ownership of National Casual- 
ty and Michigan Life, and a large 
holding in North American Accident 
of Chicago. 


Miller Elected 
Chairman Of HIC 


Morton D. Miller, 2nd vice-president 
and associate actuary of Equitable 
Society, has been elected chairman of 
Health Insurance Council. He succeeds 
Howard A. Moreen, vice-president of 
Aetna Life. 

The election of officers was a high- 
light of the Council’s annual meeting 
in Chicago. 

E. J. Faulkner, president Woodmen 
Accident & Life, was named to succeed 
Mr. Miller as chairman-elect. He has 
held the post of chairman of the 
Council’s medical relations committee. 

Mr. Miller has been engaged in 
Council activities since its inception 
and is a past chairman of its technical 
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advisory committee. In charge of Equi- 
table’s group  imsurance actuarial 
bureau, he is, in addition, a member 
of the board of governors of Society 
of Actuaries and chairman of the 
Society’s education and examination 
and group mortality committees. 

Mr. Faulkner served as the first 
president of Health Insurance Assn. 
of America when it was organized in 
1956. A past chairman of the joint 
committee on health insurance, he is 
a trustee of the research council for 
economic security, and a member of 
the American Medical Assn. commis- 
sion on health care, and numerous 
other organizations in the insurance 
field. 

Ralph T. Heller 2nd vice-president, 
Prudential, was appointed chairman 
of the uniform forms committee. He 
succeeds Howard LeClair, vice-presi- 
dent Mutual Benefit H&A. Long active 
in council affairs, Mr. Heller is a past 
chairman of the organization. 


Massachusetts Mutual Life has re- 
ported its greatest production quarter 
in its history, with sale of individual 
and group insurance totaling $286,190,- 
967 during the first three months, a 
gain of 21% and $50,310,905 over com- 
parable period last year. Ordinary new 
business amounted to $244,334,134, a 
23% increase, and group sales were 
$41,856,833, a 14% gain over the first 
three months of 1957. 
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the United States and Canada. 


Society, Detroit 2, Michigan. 
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MACCABEES 
G Life Insurance Sociely 


... every once in a 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we've got... 


0 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
Own agency, our contract can’t be 


beat. 


Ba personal producer’s contract second to 

none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
/ program aids the new agent in making a rapid 
4 climb to a top producer. 


OA complete portfolio of life and S&A insurance plans, 
y) designed to fit every prospect and his particular needs. They 

/ include a low-cost whole life plan, Family Guardian (family 
¢_ group plan), Major Medical Catastrophe Insurance plans, and the 
4 most versatile decreasing term riders ever devised. 


A some excellent territories still open (including a few major cities) in 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Founded in 1878 


Home Office 
Detroit 2, Michigan 
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Tell Secrets Of Sales 
Success At Portland Meet 


PORTLAND, Ore.—Secrets of suc-| 
were | 
revealed by some of the most success- | 
1958 | 


cess in selling life insurance 
ful men in that field at the 
Pacific northwest life insurance sales 


congress. 


Included in the roster of outstanding | 


speakers were Smokey Killen, New 


York Life, San Antonio; Joseph Graves, | 
Great American, St. Louis; Lester S.| 


Roscoe, Los Angeles director of field 
training Occidental Life; Donald Ben- 
nett, Dominion Life, Vancouver; and 
Commissioner Palmer of Indiana. 


All American L. & C. of Chicago | 
A&S and life) 
business in Georgia. This brings the | 


is now licensed to do 


total to 25 states in which the com- 
pany is licensed. 














































FieNATIONAL UNDERWRITER April 26, 1954 
Give Ranking of 754 Companies By Total Life Insurance In Force 
(CONTINUED FROM PAGE 9) 
Total Total 
Insurance Insurance 
In Force | In Force 
1958 1957 $ | 1958 1957 $ 
711 Rex Ins. Co., Ind. *7,488,459 IID. cisssccissinstininianaiinnses 158,022 
712 Columbia Pacific, Wash. 7,480,066 725 Great Northern, Ind. 6,938,399 
713 Amer. Standard, Texas 7,479,195 726 United Federal, Tex. 6.934111} 
PRMUSEIG) — socsssccsrescow 727 Petroleum Life, Texas .. 6,926,813 
714 Universal Life & Acc., Ind. 7,382,751 | 728 Amer. Republic Life, Miss. 6.877 18s 
715 Intercoast Mut., Calif. ......... **7,375,315 | 729 Bankers Life, Texas -_ $6,830'113 
716 Treasure State, Mont. 7,339,656 | 730 Reliance Natl. Life, Utan .........cseeceeeneees 6,708,817 
717 Acme National, La. ........ **7,291,960 | 731 Union Standard, Texas °6,676 (5s 
Industrial  ....sseseseeseseee | 732 Security Le. 8 A, Ala. ccccccccscsccccssssssssrssssnssscnsees 6,649,991 
718 Orleans Ins., La. *7,273,605 ere 6,094,938 ‘ 
719 First Continent L. & A. 7,178,622 | 733 Public Life, Mo. sates 6,647,493 
720 Standard Life & Cas., 7,134,312 734 MRCS Tal0G, BiG. sacccccccisisstccsvascetccssesassesssassoeas *6,635" 
Industrial — ........s.serssssseesssssseere | 733 THE MOrris Plan, TORAS. occasseocsnscscessesssessssesesesssce $6,619,475 
721 United Western, Texas  erscscsssecsscsessrserserserenees **7,124,713 | 736 Financial Reserve, Mo. ose: **6 605,39 
722 Rocky Mountain, N. M. 7,103,922 {| 737 Seminole Life, Fla. 6,556.56) 
723 Life & Accident, Ala. 7,038,396 | Industrial _ , 
Industrial  cs.scessesessesrsseees | 738 Francis Marion, S. C. 6,556,539 
Royal Guardians, Canz **6,972,199 | 739 South Atlantic Life, S. $6,539,139 
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Cincinnati A&H Assn. 
Elects Dudley Martin 


Cincinnati Assn. of A&H Under- 
writers at its April meeting elected 
Dudley A. Martin, manager weekly 
premium department of Inter-Ocean, 
as president succeeding Louis Purdy, 
Massachusetts Protective and Paul 
Revere Herman C. Harrison of Harri- 
son & Lawrence agency, is vice-presi- 
dent; Geni Ranshaw, Inter-Ocean, is 


secretary; and Mary Bulthaup, Secureg 
agency, is treasurer. On the executive 
committee are Louis Purdy, chairman, 
and T. Chester Clinkenbeard Jr 
William R. Dignan, Glenn Isgrig, R, W. 
Bickelhaupt, William B. Borgel 
Richard H. Ormond, Max Abrams 
W. A. Brown, and Arthur J. Wade. 
Roy W. Helms, Travelers manager 
in Cincinnati, the speaker, discussed 
“Something Old, Nothing New” jn 
reviewing accident statistics as “re. 
sons why” for accident insurance. 











CALIFORNIA ILLINOIS (Cont.) B 

CHASE CONOVER & CO. 
COATES, HERFURTH & Consulting Actuaries 
ENGLAND and 
CONSULTING ACTUARIES Insurance Accountants 
San Francisco Denver Los Angeles 332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 
IOWA 
GEORGIA 





RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
JAckson 3-7771 


Atlanta 











GA.-VA.-NY.-ME. 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 














GEORGIA & 
MICHIGAN 


Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 














ILLINOIS 





TAYLOR AND TAYLOR 


Consulting Actuarial and 
IBM Statistical Service 


814 American Bldg. 


Rome Oltice Cedar Rapids, Iowa 





INDIANA & NEBR. 





Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 


Indianapclis Omaha 





NEW YORK 








Wolfe, Corcoran and Linder 


Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y 








PENNSYLVANIA 





E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Consulting Actuaries 
Accountants 











CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 





Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








Telephone CEntral 6-1288 





NATIONWIDE 





Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.C.A. Irma Kramer 
Alan K. Peterson, A.S.A. E. J. Pilsudski 
D. W. Sneed Wa. P. Kelly 








FRanklin 2-4020 





i es pe & Co. 


Actuaries—Accountants and Auditors 
342 Madison Avenue 
New York 17, N. Y. 
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DO 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 

3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a satisfactory level. Result: 
establishment in business without 
indebtedness! 


LIFE 
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MEN | 


GET FURTHER FASTER 


... here are five main reasons 


4. Group sales: Monarch men can 
offer group insurance as well as 
ersonal insurance—group disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
a management training program 
that is working! 


Want more details on why l 
| Monarch men get further 
faster? | 


Write to our Dept. PR-9. r 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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Total Total 
Insurance Insurance 
InF In Force 
ak 1953 1957 $ 
19581957 $ 749 American Guaranty, Ore. . *°6,186,325 
: Wri Chase ise ssexcaccistarse cececsines 76,158,608 750 American Republic, Ark. . 6,147,079 
Western Fidelity, Texas ..cscccscccsesesesecneseeeeee 6,526,054 751 Pioneer Life, Pa. .......... 0.0. *6,130,676 
0 Trans-Continental, Ark. cccesccesesseseseneseeneneee 6,511,233 752 International Bankers, Tex. w.ccecccccceseseeeeee 6,062,057 
i Alabama National Life .........cssssseeeeneneneneees **6,489,409 753 Haven Ins., Fla. **6,057,338 
in Mission Life, Texas 6,436,428 Industrial ...ecccssscoccoee 1,553,672 
143 Pan Coastal Life, Ala. sceeccseseeeeseesensesees *°6,422,077 754 Keystone Life, Texas **6 039,681 
a4 TVA GRAMEEN ~ cateccqecssidtncensnsn secencte 339,721 Jan. 1, 1957 Jan. 1, 1958 
Leitz-Eagan Life, La. *6,363,300 Total Ordinary ceccccccccccssssscsssecsssseccssseceesseees $275,008,968,442 $306,821,120,477 
145 Union Trust Life, Minn. oo... **6,362,598 Total Industrial 42,284,391,412 42,070,421,478 
146 Wis. State Life Fund 6,230,973 Total Group 147,458,729,137  168,420,553,461 
ui North Amer. ASSUL., Va. cessseseesesesseneeaeerssees 6,207,492 Total All Classes $464,752,088,991 $517,312,095,416 
148 Industrial — .....cccscsscscssrcecersessees 2,840,425 *All Industrial. **Inc. Group. +Figures as of Jan. 1, 1957 
oo 





Qveremphasis On Term Could Backfire 


(CONTINUED FROM PAGE 14) 


tern. Gradually other policies were 
prought out by various companies, and 
the idea of training agency recruits to 
be estate planners and programers 
caught on. It spread widely when it 
was found that the trained agent was 
much more effective and productive. 
One result of this process of discov- 
ering the prospect’s needs and pre- 
scribing for them was that usually 
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THINGS KRE JUST KR 
LETrLE BIT BETTER AT 


GUARANTY SAVINGS ? 


Interested in a career 
agency of your own? 
General Agent openings 
(some established) in 
Alabama, Georgia, Flor- 
ida, Mississippi, Louisi- 
ana, South Carolina, 
Tennessee. 


Call Collect 


Lee Roy Ussery, . Life 
President 
AM 3-1028 oA & H 


GUARANTY 
SAVINGS 
LIFE 


Home Office — Montgomery, Ala. 











MANAGEMENT 
8 CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE— FIRE— CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND = ATLANTA —s NEW _ YORK 
PORTLAND 








0. R. CARTER 
Consultant On 
Agency Building 
40 years experience 
818 Olive Street 





St. Louis, Mo. 
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the amount needed to do the job was a 
staggering one as compared with the 
prospect’s previous ideas of how much 
insurance was adequate. It might 
take, for example, $60,000 of coverage 
to meet the needs of a prospect in a 
fairly modest income bracket. The 
agent would see the need for this 
amount of insurance but probably the 
prospect could buy nowhere near this 
much as permanent life insurance. If 
it were to be bought, most of it would 
have to be term insurance. 

In this way, $60,000 of life insur- 
ance would be sold to a prospect who 
would otherwise buy about $20,000 of 
ordinary life. With $60,000 he would 
be covered for the immediate present, 
but over the long pull, looking toward 
the end of his career, he would face 
the prospect of winding up with no 
life insurance and no cash _ values. 
This sort of situation disillusions and 
embitters policyholders and there are 
many who doubt that an agent follow- 
ing this course is really serving the 
best interest of his policyholders. 


Term Has Its Place 


It is of course untenable to say 
that term insurance is “no good” or 
that the agent who sells it is de- 
ceiving policyholders. Term insurance 
has its uses and its place in the gen- 
eral life insurance scheme, but quite 
possibly the heavy pressure for vol- 
ume has gotten too many agents into 
the habit of writing too much term. 
If, for example, the companies rated 
their agents on the amount of premi- 
ums written annually instead of the 
face amount of life insurance written, 
then term insurance would be de-em- 
phasized. If they went further and 
showed the average premium per $1,- 
000 of life insurance written they 
might be getting a more accurate 
measure of an agent’s value. 

As an illustration, young doctors, 
dentists, lawyers and engineers are 
quite likely to double, treble and 
quadruple their incomes between the 
ages of 28 and 58. Thus, for them con- 
vertible term is often the indicated 
thing for them to buy, because it will 
give them the maximum protection 
and their increase in income will en- 
able them to convert it and in this 
way have all of the advantages that 
regular life insurance offers them 
when the need for “protection only” 
has passed and the concern of a pros- 
pect becomes one of old age retire- 
ment. 

But the average prospect is not a 
young doctor, dentist, lawyer or engi- 
neer. He is a man earning for the 
most part $500 to $600 a month. He 
has been working since graduation 
from high school and in the years 
since graduation has usually pretty 
well established his earning pattern. 
For the future there is in store for 
him in most cases no more than rou- 
tine increases in salary, and so the 
average prospect has a right to expect 
that he will be sold a policy or pol- 
icies that will afford him protection in 
his earning years. 


Family Plan Introduced 
By Standard Of Oregon 


Standard of Oregon has introduced 
a new family plan. In the form of a 
family insurance benefit rider, it will 
be issued with a basic life or endow- 
ment policy having $5,000 or more 
face amount of permanent insurance 
on the husband. It may be added to 
both new and existing policies, and 
issued for a minimum of a half and a 
maximum of three units, with not 
more than one unit per $5,000 of basic 
policy. 

One unit of coverage provides $3,000 
of term on the insured’s wife at ages 
30 and under, reducing $100 per year 
from 31 to 50 inclusive. Term coverage 
of $1,000 is provided at ages 50 and 
over. Each unit also provides $1,000 
face amount of term on children. 
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Mich. Blue Cross, 
Hospitals To Hold 
Parley On Finances 
LANSING—Officials of the 230 


hospitals participating in Michigan 
Hospital Service (Blue .Cross) are to 
be called into a meeting, it has been 
revealed, in an effort to devise methods 
of halting a steadily increasing deficit 
operation. William S. McNary, execu- 
tive vice-president of the Blue Cross 
plan, said a 12% rate increase last 
October barely averted a_ financial 
crisis. He said in the first quarter of 
1958 the Blue Cross has gone $1,750,- 
000 into the red. 

The bad showing results from an 
increase in hospital costs, and an 
increase in admissions. 

“We feel this is the time for Blue 
Cross and our member hospitals to 
redouble efforts to effect every pos- 
sible economy,” said Mr. McNary and 
Ralph Hutchings, Michigan Hospital 
Assn. president, in a joint statement. 

It was noted that the average cost 
of hospital care went up 8% in 1957 
compared with average of 5% an- 
nually for previous years. After the 
1957 rate increase, there was a heavy 
gain in admissions. 





said, 


objection. 
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underwriting 
themselves ? 


No doubt you have talked to prospects who have 


“You’re wasting your time —I’m uninsurable.” 

Here’s a reply that can help you to more sales. 

“Mr. Prospect, the liberal underwriting practiced 
by the Manufacturers Life has brought the benefits 
of life insurance to many people who in the past 
ten years were generally considered uninsurable. 

“T feel that your need for Life Insurance is so 
important that we should find out what they say 
about your insurability.” 

We would welcome the opportunity of working 
with you the next time you meet the “medical” 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES: 


BALTIMORE ¢ BOISE ¢ CHICAGO e CINCINNATI ¢ CLEVELAND ¢ COLUMBUS e DETROIT ¢ HARTFORD 
HONOLULU e LANSING e LOS ANGELES e MIAMI e MINNEAPOLIS e NEWARK e PHILADELPHIA 
PITTSBURGH ¢ PORTLAND e SAGINAW e SAN FRANCISCO e SEATTLE ¢ SPOKANE « WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Colorado, Delaware, Indiana, Kentucky, Maine, 
Nevada, New Hampshire, Oklahoma, Utah, Vermont, Virginia, and West. Virginia 


THE 


MANUFACTURERS 
LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


65-58 















Back of Your 
Independence 
Stands The 
PENN MUTUAL 





which road up...? 


All roads, regardless of starting point or route, can 
lead up—to better things. Here at Penn Mutual 
every position is on a road to advancement. 

Penn Mutual men interested in getting ahead find 
that there are many ways up. They can be in life 


underwriting sales, sales supervisory work, man- _ 


agement and General Agency opportunities... 
whatever interests them most and suits them best. 


Whatever his choice, the Penn Mutual under- 
writer finds that the company is ready to do 
everything in its power to help him get where he 
wants to go... faster! This includes intensive 
training and educational programs, plus plentiful 
opportunities to test his wings in actual positions 
of responsibility. 

All of this is an expression of our policy that Penn 
Mutual opportunities should go to Penn Mutual 
men. You see, we believe in our “men with a 
future.”” We know that they represent our future. 





























